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The 54 [isi Pioneer Home 


72 sq. ft. larger living room than most at price 
27 2 sq. ft. more closet space than most at price 
30 sq. ft. larger kitchen, 43 ft. more kitchen shelving 
extra powder room, folding door room for TV or 4th bedroom 


Build homes that offer more... 
you'll sell more, profit more 


There’s no selling problem with this new P&H Home. Ji 
let your prospects see it; let them compare with others 
the price. That’s all the selling you'll have to do. The a 
P&H Pioneer Home has full bath plus powder room, mi 
than 1,100 sq. ft. of living space. And it has more new ide 
more selling features than any home you've seen at the pr 
in years. 

Site costs are lower, too, when you build P&H Homes. Hor 
arrive at site complete with hardware, millwork, glazing ¢ 
trim, ready to go up in a day. You can build PSH Hor 
the year around, offer 2. 3 or 4 bedroom models with or WwW 
out basements. Financing aid is available from a P&H su. 


sidiary when local sources are limited. Here's a reat sates-closer in the °54 P&H 


Homes a changeable dining area. The 
matchstick bamboo folding screen on a 
See how risk-free and profitable home building can be ceiling track makes dining area’ part of 


kitchen or living room, or open to hoth. 







WRITE FOR DETAILS ON THE P&H BUILDER PROFIT PLAN NOW in seconds. 






eH HOMES Now sell homes to the low-cost 
market — profitably. Write for 
HARNISCHFEGER CORPORATION details on the new P&H mini- 


mum-cost Home, priced to sell 


333 Spring St., Port Washington, Wis. Phone Port Wash. 611 at about $6,000. 
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BUILT-IN CONDUIT 





remodeled...the homes you build 





will have one or more telephones. 
And most homeowners do want telephone wires concealed. 
There’s an easy, inexpensive way to provide for this. 


Have telephone conduits built in. 


Your Bell Telephone Company will be glad to help you work out economical 


conduit installations. Just call your nearest Business Office 4 My, 
A ¥ 
BELL TELEPHONE SYSTEM UB) 


The 54 (fis) Pioneer Home 


72 sq. ft. larger living room than most at price 


27 2 sq. ft. more closet space than most at price 
30 sq. ft. larger kitchen, 43 ft. more kitchen shelving 


extra powder room, folding door room for TV or 4th bedroom 





Build homes that offer more 
you'll sell more, profit more 


There’s no selling problem with this new P&H Home. Just 
let your prospects see it; let them compare with others at 
the price. That’s all the selling you'll have to do. The new 
P&H Pioneer Home has full bath plus powder room, more 
than 1,100 sq. ft. of living space. And it has more new ideas, 
more selling features than any home you've seen at the price 
in’ years. 

Site costs are lower, too, when you build P&H Homes. Homes 
arrive at site complete with hardware, millwork, glazing and 
trim, ready to go up in a day. You can build PSH Homes 
the year around, offer 2, 3 or 4 bedroom models with or with- 


out basements. Financing aid is available from a P&H sub- New Flexibility! 3-Way Dining Area 


. . . . 76 B > “o » 7 > a > 
sidiary when local sources are limited. Here's a real sales-closer in the ‘54 P&H 
p Homes a changeable dining area. The 
mate Astick bamboo folding screen on @ 
See how risk-[ree and profitable home building can be ceiling track makes dining area part of 
kitchen or living room, or open to hoth, 


WRITE FOR DETAILS ON THE P&H BUILDER PROFIT PLAN NOW in seconds. 


egeH HOMES Now sell homes to the low-cost 


market — profitably. Write for 


HARNISCHFEGER CORPORATION details on the new P&H mini: 


mum-cost Home, priced to sell 


333 Spring St., Port Washington, Wis. Phone Port Wash. 611 at about $6,000. 
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BUILT-IN CONDUIT 


Large or small...new or remodeled...the homes you build 
will have one or more telephones. 


And most homeowners do want telephone wires concealed. 


There’s an easy, inexpensive way to provide for this. 


Have telephone conduits built in. 


Your Bell Telephone Company will be glad to help you work out economical 


conduit installations. Just call your nearest Business Office 


BELL TELEPHONE SYSTEM 
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New Housing Act in the Mill 


The Housing Act of 1954 introduced last month in to the present $20,500 limit. and to $35,000 for a 


the Senate and House of Representatives by Chait 
men of the Banking and Currency Committees, Sena- 
tor Capehart and Congressman Wolcott, contains 
few surprises. It incorporates the major recommenda 
tions of the 23-man advisory committee and follows 
President Eisenhower's housing message of January 
25 right down the line. Many of the provisions, 
however, represent long sought victories for the real 
estate and home building industry. 

Here are highlights of the proposed legislation: 

Title I FHA Insurance: 1) Improvement and 
repair loans boosted from $2,500 to $3,000 maximum; 
repayment period from three years 32 days to five 
vears 32 days. 2) The President, under his discre- 
tionary authority (provided in Title II) could raise 
mortgage limits on sale housing from the present 
$16,000 limit to $20,000 on one or two-family Roane. 
and to $27,500 for a three-family home as compared 





NATIONAL REAL ESTATE AND BUILDING JOURNAL is entered as second class matter, August, 1942, at the 
3, 1879. Copyright 1954, by Stamats Publishing Company. Member, Audit Bureau of 


the Act of Congress, March 
$4 a year, $7 two years, $10 three years in the United States. In Canada, 
a 


four-family home as compared to the present $25,000 
ceiling. Maximum ratio of loan to value would be 
not greater than 95% of the first $8,000 plus 75% 
of all over $8,000. 3) The same mortgage terms would 
be made to apply to existing housing as new. 4) The 
President could increase repayment periods on all 
loans up to 30 years. ' 

Other provisions in section on FHA insurance are: 

It authorizes the new Section 220 FHA insurance 
on new or existing housing in certain urban renewal 
areas and where HHFA has approved slum preven- 
tion in urban redevelopment programs. The bill also 
authorizes the much-talked-about new Section 221 
FHA insurance program on low cost dwellings for 
families displaced by slum clearance operations or 
action of the government. This is only where the 
community requests such insurance and meets eligi 
bility requirements of HHFA. It provides: 1) Maxi 


ost office, Cedar Rapids, lowa, under 
tirculations. Terms: 50 cents a copy; 


$5 a year; in all others countries, $6.50 a year. Back issues $1, except Roster 











.-. Of course, it’s electric! 


Full cooking capacity...yet only 21’ wide! 


Westinghouse Coronet Ranges please tenants, 


pay big dividends in low maintenance 


If you’re faced with the problem of pro- 
viding adequate cooking facilities in a 
limited space, here’s your solution. 

These Westinghouse Speed-Electric 
Ranges pack big range cooking capacity 
into a compact package, taking only 3/2 
square feet of floor area. 

Economical to maintain, too! They're 


especially designed to stand the gaff of 


apartment house usage with these out- 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division 


standing features: strong, one-piece porce- 
lain body; one-piece acid-resisting porce- 
lain top and full porcelain oven liner; 
heavy Fiberglas insulation; and strong 
shelf-type door. The 5-heat Corox® sur- 
face units are fast, efficient. 

Consider this, also! Electric cooking is 
clean. That means lower property cleaning 
expense. See your Westinghouse distribu- 
tor or write direct for full details. 


* Mansfield, Ohio 








SINGLE DIAL OVEN CONTROL is easy to see 
and operate. OVEN SIGNALITE also includes 
a handy appliance outlet. 


WESTINGHOUSE 
CORONET RANGE 


is also available with 
Makers of Refrigerators, Home Freezers, Ranges, Laundromats, Dryers, three surface units. 
Dishwashers, Water Heaters, Vent Fans and Food Waste Disposers 


you CAN BE SURE...1F s Westinghouse 
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A 
a never-before design! 


*BEST Mp 


a @ 


Never before in the prefabricated home field could 
you offer so much! Here's a home with looks, styling, 
features that put it way ahead of contemporary mod- 
els... but not ahead of consumer demand. This is the 
casual, informal type of home they've been clamoring 
for! How many can you sell? 


Out-of-this-world STYLING— Imagine three different 
roof styles to choose from—all with deep overhang! 
Exterior shown is of attractive redwood vertical sid- 
ing with aluminum horizontal sliding windows. Large 
combined living-dining area has brick fireplace with 
built-up hearth, redwood paneling, built-in book- 
shelves, pass-thru window to kitchen. Youngstown 
Kitchen provides for built-in Thermador oven. These 
are but a few of its revolutionary innovations! 


Down-to-earth CONSTRUCTION— Ceiling, roof and 
walls of the BEST Styline are panelized at the BEST 
factory for faster on-site erection... yet every part is 
built on the sound principles of conventional construc- 
tion. For instance, exterior walls have 2”x 4” studs, 
16” O.C. with plywood sheathing. 


2 or 3 bedrooms and attached garage 


gil ie 


ROBERT B. ARMSTRONG 
DESIGNER 


AN EASY-TO-BUILD QUALITY HOME 
Like all BEST Homes, the Sty/ine is quality built to conventional building 
standards in the BEST factory comes in big, panelized sections for 


faster erection—cutting your costs boosting your profit! 


W. G. BEST FACTORY-BUILT HOMES, INC. 
Plant and Genernl Offices, 
EFFINGHAM, ILL. 











mum 100% insured loan of $7,000 ($200 cash re- 
quired down for closing costs), 44) year loans on new 
or existing structures. 2) 85%, 40 year loans to 
builders to help speed sales to owner-occupants under 
lease option for purchase contract agreements. 

The new housing bill also extends military hous 
ing (Title VIII) to July 1, 1955. It terminates defense 
housing (Title IX) and expiration date July 1, 1954, 
and authorizes FHA insurance of “open end” mort 
gages on one to four family dwellings. 


| Flexible Interest Rates Authorized 


Title II of the new bill authorizes flexible mort 
gage rates and terms. The President would have 
authority to set top FHA and VA rates at not more 
than 214% above average market yields on federal 
bonds having remaining maturity of 15 years or 
longer. The President could also set limits on FHA 
and VA fees and charges, establish maximum maturi- 
ties and minimum downpayments on FHA and VA 
loans, and set top dollar limits on FHA mortgages. 


Fannie May Rechartered 

The Federal National Mortgage Association would 
be rechartered as a constituent agency of HHFA. 
FNMA would be authorized to buy VA and FHA 
mortgages not greater than $12,500 per family unit. 
A new FNMA would be capitalized, in effect, with 
the capital and surplus of the present FNMA. Capi 
talization of the new secondary mortgage market 
facility established by the bill is estimated at $70 
million. Sellers to the new association would be re 
quired to make capital contributions of at least 3% 


of the mortgage or participation amount. Sellers 
| would get in return non-refundable, convertible certi 
| ficates which would be exchanged for capital stock 


when treasury stock is retired. The facility would be 


| authorized to purchase eligible mortgages at prices 


(not above par) for certain classes of mortgages 
named by the board of directors. This group would 
keep tab on volume of purchases and sales, prices, 
charges and fees in order to avoid excessive use of 
the association’s facilities. 

The new FNMA could not make advance commit 
ments except by entering into one-for-one contracts 
To carry out its secondary market operations, the as- 
sociation could issue non-guaranteed obligations, not 


| to exceed ten times its capital, surplus, reserves and 


undistributed earnings. The secretary of treasury 
could invest up to $500 million in such obligations, 
plus an amount equal to the reduction in FNMA’s 
present portfolio, but not to exceed $1 billion, tll 
treasury stock is retired. 

Special cases are covered in this provision. If it is 
found necessary to support a special housing program 
or to give the housing market a shot in the arm, the 
President could authorize advance commitments and 
purchases of certain mortgages. 

The President could authorize up to $200 million 


+ 


| in purchases and commitments to be outstanding at 
| any one time. But, the President could authorize an 
| additional $100 million in commitments for mortgage 


participation agreements for a fixed 20% undivided 


| interest in each mortgage, but with a deferred par- 


ticipation agreement to buy the remainder in case 
of default. 


| How to Liquidate Existing FNMA Portfolio? 


The bill would permit FNMA to issue to the pub 


| lic non-guaranteed obligations against its assets. Earn 
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ings from this would be used to reduce the treasury’s 
existing investment. The deasury would be per 
mitted to buy enough FNMA obligations to carry 
out its liquidation program. These obligations would 
mature in five years or less and the interest rate 
would be determined by the average rate of outstand 
ing government obligations. $300 million of FNMA’s 
present authorization for mortgage buying would be 
available for the special assistance program men- 
tioned above. 

The bill would maintain spearate accountability 
for the secondary market operations, the manage 
ment and liquidation of the re-chartered FNMA, 
and special assistance functions. 


Slum Clearance and Urban Renewal 


All amendments to Title IV are intended to ex 
pand the present slum clearance and redevelopment 
program so as to prevent the spread of slums as well 
as Clearing existing slums. The bill would stiffen and 
increase requirements with respect to local responsi 
bility and action. In the new bill it would be possible 
to redevelop a deteriorated commercial site for com 
mercial purposes, providing of course this fits in with 
aneudiiien neighborhood plans. 


New Aspects to Public Housing 

Title V of the new bill broadens the requirements 
of eligibility for public housing, and makes payment 
of 10% of shelter rents in lieu of taxes mandatory 
for public housing projects, except where this would 
reduce local contribution to less than 20% of federal 
contribution. Under this Title, localities could clect 





POSITION 
AVAILABLE 


Executive- T'ype Salesman 
Over 40 


If you are over 40, free to travel, and have a 
successful sales record — preferably in real 
estate — you may qualify for a sales position 
now open with a company of long-standing 
reputation. This position requires unimpeach- 
able integrity, ambition, and industry. If you 
are interested, address your inquiry to 
Post Office Box 911 
National Real Estate and Building Journal 


Cedar Rapids, lowa 
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to charge full taxes if they make up the difference in 
cash so that their local contribution will equal 20% 
of the federal contribution. The governing body and 
the public would be kept informed of the total 
amount contributed locally, including the difference 
between the amount full taxes would require and pay 
ments made in lieu of taxes. Another interesting part 
of Title V is that after projects are fully amortized, 
net revenues are to go proportionately to federal 
and local governments on the basis of their contri 
butions in order that the original contributions could 
be recovered as much as possible, making the pro 
jects self-liquidating. 


“No Collapse” — Wenzlick 


Dr. Roy Wenzlick, nationally known real estate 
analyst. predicts that there will be no collapse in the 
real estate field in 1954. 

“The building boom is over,” Wenzlick says 
“Prices may sag as much as 20% in the next four 
years then go higher than they are now. Buy a home 
now and wait ten years and you'll make a _ profit 
when you sell.” He says the 1960's will see a real 
estate boom far surpassing the recent one 

Wenzlick made this statement last week before 
an audience of 1,000 Cleveland realtors and builders, 
sponsored by the Society for Savings. 

Here are other highlights of Dr. Wenzlick’s talk 

About 10% fewer single family dwellings will be 
built in 1954... . Value of old houses may drop as 
much as 20% in ha next five years. General 
business for 1954 will still be good with very little 
chance of any major collapse. . . . Prices of existing 
houses will stay about the same and then go down 
slightly. . . . Now is the time to buy a house if you 
plan to hold it for ten years; otherwise better rent 


Business is Good . . . If You Go After It 

In a 50-city telephone check by Journat editors, 
realtors, builders and property managers are quite 
optimistic about this year’s business prospects. For 
the most part they experienced a slow-down during 
December and January, but last month the picture 
brightened. 

Pessimism is the exception rather than the rule. It 
exists only in spots areas which are feeling the 
pinch of temporary unemployment due primarily to 
mass layoffs. 

In Marion, Indiana, for example, Realtor M. G. 
Gotschall says there has been “a terrific slump in the 
past 60 days.” 

The vast majority of comments agreed with that 
of Ralph Mills, Bloomington, Ilinois. “December 
and January were slow compared to “53 but business 
is now picking up.” 

In New Orleans, H. 'T. Prosser says, *~ 
best January we've ever had.” 

A spokesman for the Lewis, Hopkins & William 
son Company, Chester, Pennsylvania reflects the 
thinking of a large part of the industry. He says. 
“Business is off, but I believe it’s only a temporary 
condition. If President Eisenhower gets the longer 
term mortgage and less equity idea through, it will 
be the stimulant we need.” 

It is also evident from this survey that the general 
tightening of the market is separating the sheep 
from the goats. In many cities, long established, top 
flight firms are experiencing excellent business. Yet 
other firms in the same cities give opposite reports 
To sum up: Business is good if you go out and get it 


This was the 
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“American Kitchens No. 1 Selling Feature,” says J. £. MERRION, 
Builder of $25,000,000 Project, Hometown, Ill. 


J. E. Merrion, builder of the Chicago suburban 2,000 home, 
310 acre project, Hometown, IIl., labeled American 
Kitchens the “kitchen that helped sell 
the city!” He said: ‘Every builder knows 
how important the kitchen is in a sale. 
But with American Kitchens, in every 
unit in Hometown, my selling job was 
far easier.” 
Ease and swiftness of installation—the 
savings on labor costs—the work-saving 


American Kitchens Division 


conveniences of American Kitchens as well as their AVCO Manufacturing Corp. 

f Connersville, ind., Dept. NR34 
beauty are the reasons why more and more builders Please send me complete information about 
are choosing American Kitchens over all other steel en, Se and your new Architects 


kitchens or wood cabinets. Let us prove to you... Nome 


how famous builders use better quality American Kitchens 
at lower prices to sell homes faster! 


Addres 
City one Sfote 


“Cabinets of stee! for lasting appeal” ; CONNERSVILLE, IND 
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One of The Best on 


Featuring contemporary design with natural red 
wood vertical aking Best Homes new model 
“Styline” i a fireplace, studio living room 
with beamed ceiling, breakfast bar and Youngstown 
kitchen with provision for Thermodor range and 
oven. The home will be offered in both two and three 
bedroom floor plans and a choice of five modern roof 


also 





Beautiful . . . Useful 


Gold Stamped PORTFOLIOS 


KEEP YOUR NAME BEFORE CLIENTS 








Ideal Business Gift and Good-Will Builder 

Covers are of durable TEXON. Plastic strap cannot tear 
break. Each portfolio contains 10 heavy Kraft enve- 
Mlopes with useful record form printed on them. Approxi- 
mate size when closed 54” —=—=SPECIAL== 


1”. L a lifetime — 
- ee 8a Introductory Offer 


makes folks think of you. 
PRICES 10% BONUS 
: 5 on orders receiv 
ry ee oft. 23, ppd: during current month 
50 or more only 89c ea. To introduce to you 
Please send remittance these attractive portfo- 
lios, we will send you a 


with sample order. h t ndditrenal : 
‘ »onus Of additional port- 
Minimum Order 1 Doz folios equal to 10% of 


FREE — GOLD STAMPING on all orders of the quantity you order. 
25 or more portfolios we will gold stamp Thus, if 
your or your firm’s name, address, etc., pay for 100—you receive 
(4-line maximum) on the bottom of the 10, pay for 50—receive 
cover, at no extra Gare. Remember—it 55, pay for 25—receive 
pays to keep your name before folks. | a exTRA 
, or ED 
MAGNUM MFG. CO., Dept. NR-3 Value! - 
655 Sixth Ave. New York 10, N.Y. 


ou order and 











Mapping Downtown Shopping Centers 
Is Our Business! 

Why waste time and money on unnecessary 
travel every time you want to examine a piece of 
property? 

Instead, equip your office with Nirenstein’s 
completely detailed occupancy maps of the down- 
town and decentralized shopping areas of all 
principal cities in the United States. 

With our informative charts at your fingertips, 
you will be in possession of all the pertinent in- 
formation necessary to assist you in your real estate 
transactions. 


226 Principal Cities — 37 states 
6,795 Clockings — 423 Aerial Views 
1,831 Photographs — Real Estate Histories 
° . ° ° . 


The most widely consulted real estate 
reference Atlases in America 


Established 1924 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight St. Springfield 3, Mass. 
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designs. Optional “extras” include a two car at 

tached garage, a powder room, and a large “family 
9 

room. 


Made of Steel 


The Steelcraft Manufac- 
turing Company of Ross- 
moyne, Ohio is offering 
steel sliding closet doors 
with a birch grain finish. 
Called “Spacemaker,” the 
doors feature new “snap- 
in” hardware, which per- 
mits installation in a few 
minutes and provides 
noise-free operation, says 
the manufacturer. The 
doors are shipped in indi- 
vidual cartons completely 
packaged with “snap-in” 
hardware and instructions. 





Concrete and Mortar 3-3 


“Densment,” a new product announced by Delrac 
Corporation, Watertown, New York, is designed to 
densify, harden and waterproof concrete and mortar. 
It comes in powder form and is dissolved in water at 
the time of use. This solution is then added when the 
concrete or mortar is mixed. “Densment” controls the 
hardening time of concrete, makes it dense, hard and 
waterproof, and improves the troweling consistency 
of mortar says the manufacturer. 


Easy Does It ane 


The new Hotpoint disposal, featuring an automatic 
reversible one-piece impeller to help prevent possible 
food clogging has been announced by Hotpoint Com 
pany of Chicago, Illinois. Both the standard and 
pump drain models (MW-8 and MWP-8) will have 
a new sink stopper which can be used for stopping 
water flow into the disposal. The impeller reverses 
itself automatically each time it is used and double 
edged shredders grind refuse equally regardless of 
the direction they rotate. 


Copper-Clad Ice-Maker 3-5 


The freezer ee door of America’s first 


copper-finished refrigerator, Servel’s 1954 “auto 
matic ice-maker,” is plated with “satin-brushed” 
copper. The scuff plate at the bottom of the refrigera 
tor is finished to match the copper-plated door 
Servel designers say the optional use of copper on 
this year’s models is in keeping with the growing pre 
ference shown for the metal by architects, interior 
decorators and product planners. 


For Blind Men 


A new, 16-page, two-color catalog on drapery hard 
ware and venetian blinds, especially prepared for 
architects and builders, has been announced by the 
Kirsch Company of Sturgis, Michigan. Illustrated 
with photographs and technical drawings, the catalog 
is deine as a handy reference manual for pro 
fessional use in the selection and recommendation of 
venetian blinds, traverse rods, stage and auditorium 
track and other Kirsch hardware. 
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The Specific Answer For Builders With Particular Needs 











the Hotpoint, Custom Range Line 


FOR ULTRA MODERN CUSTOM KITCHENS 


Incorporating the fine features that have 
always maintained Hotpoint’s leadership 
in the range industry, this custom, sec- 
tionalized electric range offers an entirely 
new concept for modern kitchens. With 
separate built-in ovens and custom sur- 
face units, both carrying the approval of 
the underwriters’ laboratory, here is your 
opportunity to provide the maximum in 





modern electric kitchen equipment. 


Hothoixt Super-30 Range Line 


FOR MORE EFFICIENT SMALLER KITCHENS 


Where kitchen space 1s at a premium, 
Hotpoint’s Super-30 Range line provides 
the answer. These are not just 30-inch 
ranges—but a feature-packed 30 inches 

Presented in three distinctive models, 
they have the de luxe features of 39-inch 
models packed into a range just 30 inches 
wide. They offer unsurpassed usable ca- 
pacity for three-rack baking,compartment 
broiler, roto-grill with removable barbecue 





skewer, color-keyed pushbutton cooking, 
raisable thrift cooker with Golden Fryer 
French-fry unit, plus super-Calrod® sur- 
face units 


Write to Hotpoint Builder Division for 
A.LA. specifications on these and all 
other Hotpoint appliances. 


Hotpoint ..» Pacemaker of Progress! 


RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS” © FOOD FREEZERS © CABINETS © AUTOMATIC WASHERS 
CLOTHES DRYERS © ROTARY IRONERS © AIR CONDITIONERS © DEHUMIDIFIERS 
HOTPOINT Co. (A Div f General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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USE THIS FORM 
FOR MORE INFORMATION 
ON NEW PRODUCTS 


Handy Inquiry Form 


NATIONAL REAL ESTATE AND BUILDING JOURNAL 
427 Sixth Avenue S. E. 
Cedar Rapids, lowa 


I want to know more about the items checked below. 
Please see that complete information is sent to me with- 
out cost or obligation. 


3-1 3-2 
3-6 


Name 
Building or Firm 


Street 














LONG 
TERM 
LEASE 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 
world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 
and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 








Varch, 


Color Styling “ 


Frigidaire of Dayton, Ohio fas unveiled a new 
line of refrigerators and electric ranges with exteriors 
finished in full color as well as in conventional white 
The new colored products are being produced in 
two pastel shades “Stratford” yellow and “Sher 
peck green. The colored refrigerators have matching 
interiors and the white models also have color inside. 
Cycla-matic food freezer-refrigerator combinations 
are produced with colored cabinets in three sizes, in 
cluding models with storage capacities of 8.4. 10.3 
and 13 cubic feet and are prs. with either Dulux 
or porcelain finish. 


Year-Round Comfort 


The Airtemp Division 
of Chrysler Corporation, 
Dayton, Ohio, recently an 
nounced that 80 per cent of 
its 1954 residential air con- 
ditioner production will 
be air-cooled. The com 
pany says that high water 
and sewer taxes and water 
shortages are factors in 
setting off a trend towards 
air-cooled equipment. 
Company spokesmen say a 
major share of 1954’s air 
conditioner production will be offered to the public 
in new homes. 


Paint With a Purpose 3-9 


The Glidden Company of Cleveland, Ohio an 
nounces, “Professional Ultra Flat Latex Paint.” a 
new latex base paint especially formulated to finish 
interiors in new construction. The makers say a 
single-coat application has unusual covering and seal 
ing qualities. It may be sprayed, brushed or rolled 
on and dries in about half an hour. Ultra Flat Latex 
paint is packaged in one and five-gallon containers. 
and distribution will be confined to the professional 
market. 


Food at Your Fingertips 3-10 


Semi-circular shelves which rotate outward, is the 
latest refrigerator convenience feature announced 
by General Electric Company of Louisville, Ken 
tucky. The new-type shelves, which turn Lazy-Susan 
fashion, are adjustable to varying heights. and can 
be raised or lowered in quarter-inch increments. The 
shelves are included in the two combination refrigera 
tor-freezers. The 1954 G-E. refrigerator line also in 
cludes an automatic defrosting mocel and five manua! 
defrosting models 


A True Picture of Stone 3-11 


The Stone Council announces the availability of 
“A Catalog of Building Stones,” compiled by the In 
ternational Cut Stone Contractors’ and Quarrymen’s 
Association. The 48 page catalog is a review of im 
portant building stone quarried in the United States 
and presents these stones in their natural color. Color 
range, properties. size information and uses are given 
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for each stone. Copies are free of charge to archi 
tects. engineers, builders and contractors 


Plasterer’s Paradise 3-12 


Kragor Corporation of Allentown, Pennsylvania 
is producing “Softone” acoustical plaster and “Atoz” 
insulating plaster. The manufacturer says they are 
incombustible. will adhere to metal, wood, brick or 
concrete without reinforcing attachments, thus 
eliminating mechanical bonding aids. Said to be sani 
tary and washable. “Softone” is recommended by 
the manufacturer for hospitals. offices, schools and 
restaurants where it offers fire-safety and noise re 
duction. “Atoz” has a fibre base claimed to with 
stand hard usage. It can be applied directly to the 
interiors of steel buildings. Both products are shipped 
in dry form and mixed on the job with a measured 
amount of water 


Ranch Rays “— 


A four-page fixture catalog presenting a new line 
of ranch style lighting fixtures is now ready for dis 
tribution by Markel Electric Products, Inc., Buffalo. 
These new fixtures include Glo-Mark plastic fixtures 
which are translucent and functionally shaped. ‘The 
manufacturers claim they are non-breakable and 
washable, and they are especially treated to repel 
dust. 


Pictures for Profit 3-14 


Sawyer’s Inc. of Portland, Oregon is producing 
View-Master stereoscopic products for use as a real 
estate sales tool. Wth the advent of the View-Master 
Personal Stereo Camera, it is now possible for a real 
tor to make his own View-Master Reels to show 
homes to prospects in 3-D. Sawyer’s new “Stereo 
matic 500” Projector is also available 


Texas Prefabs 3-15 


Texas Housing Company of Dallas. Texas an 
nounces a newly-designed line of prefabricated 
homes. These homes are FHA-approved and are es 
pecially designed for the low cost housing market. 
The homes will have two and three bedrooms and 
will range from 800 to over 1.000 square feet of floor 
area 


Door of Distinction 


Screened on the outside, 
with glass-louvered panel. 
the “Sun-Air” Combina 
tion Door is distributed by 
Davidson Plywood & Lum 
ber Company, Los Ange 
les. California. The glass 
louvered doors come 
equipped with a steel 
screen, KD Ponderosa 
Pine interiors and hard 
wood plywood for the door 
faces. They are said to be 
adaptable to a natural fin- 
ish, or to a smooth painted 
finish in any color. The manufacturer guarantees the 
doors against warping, twisting, or other defects and 
claims they will last the lifetime of the house. 
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NOT THIS —— BUT THIS! 
WITH THE AMAZING NEW 


KEY LOKBOX 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 
Permits 50% more time for actual Selling, Showing and Listing 
@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000 


@ Eliminates going after and returning key to listing 
office. 


@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc. 


Perfect for any listing whether 
Furnished, Occupied, or Vacant. 


Non-duplicating keys 
furnished 
Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISING 


239 No Robertson Bivd Beverly Hills. Calif 


Palin PEmOING 














\\ 


MOORLEE SILK SCREENED 


PROPERTY AND FOR SALE SIGNS 
LOOK BETTER « LAST LONGER 


AND Srung Results 


Let us show you how the FINEST can be had for LESS 


A complete stock of REALTORS & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 


WRITE FREE DESCRIPTIVE FULL COLOR 

WIRE — PHONE LITERATURE AND PRICES SENT 
us your AT ONCE 

NEEDS 





MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BIiVD BEVERLY WILLS, CALIF 


BK adehaw 2-54571 


Viarch. 1954 














Every Tucker home has an Electric Range like this one, with an oversized 


oven. With it, the homemaker can be modern... . 


cook electrically! 


Why home buyers decide to buy 


No wonder the Tucker Construction Company has been in the building business 
for over 110 years. They know what people want. Right now they're erecting 
homes at Canton, Mass., just outside Boston—and an Electric Range is standard 
equipment. ‘No question about it,’’ says Mr. Sid Tucker, ‘‘Electric Ranges are 
tops with home buyers.” 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 
ADMIRAL . BENDIX . COOLERATOR . CROSLEY . DEEPFREEZE . 
GENERAL ELECTRIC . GIBSON . HOTPOINT . KELVINATOR 
MONARCH . NORGE . PHILCO WESTINGHOUSE 


FRIGIDAIRE 
MAGIC CHEF 


14 March, 1954 


At that epochal moment when a couple 
decides ‘‘this is it’-—some special 
feature of the house has usually done 
the trick. 


You know from experience that items of 
equipment—like the Electric Range in 
the kitchen—can put that sparkle in 
the home buyer’s eye. Women have 
learned to look for this kind of range, 
because they know it means economy 
and ease of operation, a clean kitchen 
as well as a cool one. It tends to place 

a house in the high-quality class. 


This is true the country over, in all 
types of homes. How about yours? Are 
you selling with the help of the 
Electric Range? 


More builders every day 
are installing 


ELECTRIC 
RANGES 
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This is “Gunnison Court,” which Medina Supply Co. built specifically os @ rental community across the highwoy from its main development. This 
dealer considers Gunnison Homes especially good rental units because of their iow maintenance cost. Rents at “Gunnison Court” range from $72.50 
to $100. There were at least three prospective tenants for every house 


“We average 39 Gunnison Homes a year in a town of 5,097 people.” 


. 


4 says Carl J. Anderson, Medina, Ohio 


| 
@ By offering a variety of high quality Gun- 
nison Homes at low cost, Medina Supply Co.., 
Medina, Ohio, has built and sold an average 
of 39 homes a year since 1950... in a com- 
munity with a population of only 5.097. 
Medina is not a new boom town; it is a stable 
community that has grown less than 20% 
since 1940. 

Carl J. Anderson, General Manager of 
Building Operations for Medina Supply Co., 
told us: “We sell a lot of homes because we 
keep our prices low. We shave costs by cutting 
overhead wherever we can, and by doing all 
our own construction and sales work. 





About 25% of the Gunnison Homes in Medina, Ohio, have basements. Some homes have breezeway 
and garage. 


—trade-mark of United States Stee! Homes 


United States Steel Homes, Ine. 


Formerly Gunnison Homes, Ine. 


GENERAL OFFICES: NEW ALBANY, INDIANA 
Plants at New Albany, Indiana, and Harrisburg, Pennsylvania 


DISTRICT OFFICES: Atlanta, Ga. Chicago, Il. 


* Columbus, Obi 
Dallas, Texas ¢ Harrisburg, Pa. - Louisville, Ky. - 


Newark, N.J. « Omaha, Net 


UNITED 


SUBSIDIARY OF 
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STATES 


“We sell Gunnison Homes on 60 to 100 ft. 
lots—some with breezeways and garages 
for $8750 to $13,000. At these prices we 
haven't had to do a lot of promotion and ad 
vertising—the homes seem to sell themselves.” 

A builder who has available land, a good 
market for homes, and an experienced build 
ing team, can profit by joining up with United 
States Steel Homes. We have a wide variety of 
attractive modern homes that you can offer. 
We can assist you in obtaining mortgage 
financing. We can assist you with construs 
tion financing to get your development off to 
a good fast start. Send the coupon. 


HOW THEY DID IT 


1. Exceptionally good product at low price: Gun 
nison Homes 


2. Strong market potential for low-priced Gunnison 
Homes. Added features like breezewoys and 
gorages increase sales appeo! 


3. Trained erection and sales personnel within or 
ganization. Once slab is finished, houses ore 
under roof in less than a day with 6-man crew 


Development plans approved in advance by 
Medina City Council. All Gunnison Home designs 
accepted by FHA and VA 

Mortgage financing obtained easily from local 
source 

Word of mouth advertising sells most homes. No 


extensive promotion or advertising needed in this 
small conmunity 








United States Steel Homes, inc 

Dept. NR-34, New Albany, ind 

My organization is capable of building more than 15 
conventional homes o yeor. Now I'm interested in what 
United States Steel Homes has to offer. Send me com 
plete information, telling me what | will gain by building 
the products of United States Stee! Homes, inc 


Name 
Firm Name 
Address 


City & State 


Steet 


CORPORATION 
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Fir Plywood built-ins area 


definite sales-feature in any home you build 











YOU'RE swimming with the tide when you offer buyers plenty of built-in 
storage space. Even modest homes can be lifted above the ordinary 
_.. given extra sales-appeal, extra livability with low-cost fir plywood 
built-ins. Use them in every part of the home—in living and dining 

rooms, bath, hall and utility area as well as kitchen and bedroom. 


And fir plywood ts the perfect material for built-ins. Big panels save 
time and labor. They’re easy to cut, fit and fasten. Strong. Fir-plywood 
takes abuse without splitting or chipping. Good looking. 

Smooth real wood panels take any finish. 


Play it safe. Your reputation’s on the line with | EXT-DFPA® 


every home you sell. Specify only DF PA 


grade-trademarked fir plywood. ‘‘EXT-DFPA”’ for cone swe Gusedl 
outdoor use, PlyPanel for interior finish, PlyScord PLYPANEL PLyScoro 


for structural use. Other grades for other jobs. * a woe 


OUGLAS FIR PLYWOOD ASSOCIATION, TACOMA 2, WASHINGTON 


AND REMEMBER— 

fir plywood cuts costs. . . for = 
wall and roof sheathing, subfloors, 
underlayment, siding, exterior trim 
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Combination dining bar, buffet and storage unit 
designed by Grosvenor Chapman, Washington, D.C. 











Shoulder-high sectional storage wall 
designed by Seymour R. Joseph, N.Y., N-Y. 





——— 























Fir plywood wardrobe closet and dresser 
designed by Bruce Walker, Cambridge, Mass. 











U 








Half-high partition and storage unit 
designed by Paul Edward Tay, Long Beach, Calif. 











Exterior fir plywood carport storage closet 
Designed by Bruce Walker, Cambridge, Mass. 









































Modular fir plywood storage wall © 
designed by Project Designers & Planners, N.Y, N.Y. 























My, 
“i /t/ 
Fir plywood shelf-door wardrobe closet 
designed by Edward Hanson, Stillwater, Minn 











MORE IDEAS FOR BUILT-INS— Sena 
today for free ‘‘Portfolio of Architectural 
Designs for Built-Ins.“ Over 50 prize 
winning ideas from national architectural 
contest. (7 are shown on this page) Write 
(USA only) Douglas Fir Plywood Assoc , 
Dept. B, Tacoma, Washington 


“NOT UNTIL WE SPONSORED PERFECT HOME WERE 
OUR DESIRES AND REQUIREMENTS FULFILLED,” 


says D. C. Johnson of Terre Haute, Indiana 


D.C, amon started in the real estate business in the year 1917 
as a salesman and in 1920 established his own office. The Newlin- 
Johnson Development Company was organized in 1935, specializing 
in developing subdivisions and custom built homes. During the 
past 15 years, Mr. Johnson has built from 25 to 100 homes per 
year and developed more than 25 subdivisions. His company is 
currently working on its largest development, Hulman Meadows, 
comprising some 2,500 building sites and a large community and 
suburban shopping center of over 30 units. He is Past President of 
the Indiana Real Estate Association, Terre Haute Real Estate 
Board, Director of the local Chamber of Commerce and is asso- 
ciated with many other local and state organizations. 


E HAVE TRIED several publications during our many years,” writes D. C. 

Johnson, president of the Newlin-Johnson Development Company of Terre 
Haute, Indiana, “trying to find one that would give us prestige and still have 
readers’ interest. As our motto for years has been, ‘Builders of Better Homes,’ we 
searched for a publication featuring articles and pictures that would create a de- 
sire for better homes. 

“Not until we sponsored Perfect Home Magazine were our desires and_re- 
quirements fulfilled. Our select mailing list has proved very profitable, and we 
have a waiting list all the time of clients who would like to receive Perfect Home. 
We hope to continue many more years as sponsors of this fine publication.” 

Mr. Johnson, along with other executives of leading real estate, home build- 
ing, and home financing organizations, realizes that good-will must be developed 
carefully and continuously. Families usually buy but one or two homes in a life- 
time, and they want to be sure that the firm with which they deal merits and en- 
joys the highest public confidence, This background-selling, this confidence-build- 
ing phase of operating a real estate office is vital to success. 

Perfect Home helps to perform this task. It makes friends — builds prestige 
and goodwill among the opinion-making factors in a community. 

Through the Perfect Home plan, the cost of sponsoring and co-sponsoring 
this program is nominal. Editorial preparation, art, and engraving costs are shared 
among its users throughout the United States and Canada. Local reproduction and 
mailing costs are spread among the selected, reliable building factors who are in- 
vited into the program and who gain in prestige and goodwill from its use. 

A limited number of exclusive, annual renewable franchises are available to 
real estate, home building, and home financing organizations of unimpeachable 
reputation. If you are interested, address inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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Builder Rates Rusco Prime Windows 
“A TRULY GREAT PRODUCT” 


Hobart, Indiana builder, 
Henry J. Kranz Now Uses Rusco 
Prime Windows Exclusively 


VILLA SHORES MFG. & SALES CO 


Ine. 


F. « Russell « ompany 
1100 Chester Ave waseetes aoe 


Cleveland !, Ohio 
Attention: Mr. B 


, 
We wisht expre re thanks ¢ y r 
F i 


your line of Ruse< Prime Windo, 


pic of many, man, 


introduc ing us t 
have been the to 


home buyer ompliments 


We have ised Rus¢ I 
of 65 home 


rime Wir 
ana during 1953 in 6( 


to use th 
em ino 9« 
ur 4 progran 


Your insulat ng Sash feature } 
atu la 


Our buyers ved great praise 


We again wish to 


express 
truly great Product 


Very tr 


aly 


your 
4 
) ® és 
4 ‘ yA 
Henry Ihe ranz — 





The Rusco Prime Window with insulating 
sash is the ONLY primary window that . ; : : 
provides Magicpanel® year ‘round, rain Here s Wh y You Can 


proof, draft-free ventilation. { = pare 
Build Better With RUSCO: 





@ Complete, pre-assembled, ready-to-install units 
Glazed, finished-painted, screened, fitted with 





hardware, 

Make big savings in labor. Can be completely 
installed on many types of construction in as little 
as 5 minutes! 


Available with insulating sash that eliminates need 
for storm windows—is ideal for air conditioning 


Wind-tight, dust-tight, easy operating. No sash 


cords, weights or balances 


Built-in felt weatherstripping. Fiberglas screen can 
not rust, rot, corrode or stain-—never needs painting 


SEND FOR FULL INFORMATION 


Sliding glass panels are removable \ THE F. C. RUSSELL COMPANY 
from inside for easy, safe cleaning! \ Department 7-NR34, Cleveland 1, Ohio 








Gentlemen 


Please send me illustrated catalog and complete 


jodie PRIME | 
Galvanized Steel WINDOWS a 
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BUILDERS! Here’s the Only 


Really Low-Cost House 
for Big Volume...Assured Profits! 


NATIONAL HOMES’ NEW 


"CADET" 


@ Priced to sell as low as $4800 plus lot! 


ALL CADETS have smart beamed ceilings 
and many other sales-making features 


@ Less than 80 hours On-Site Erection Time! 


@ Complete Financing Available! 


Write or wire today — learn what it can 
mean to you to build NATIONAL HOMES! 


ALSO PRODUCERS OF THE THRIFTY “PACEMAKER”... THE 
DE LUXE “CUSTOM-LINER".... THE OPEN LIVING RANGER”... 
EACH THE STYLE AND VALUE LEADER IN ITS PRICE CLASS 


March, 1954 — Nationa Reau Estate AND BurLpInc JouRNAL 





Root of am Evilecceovccccccesccvesccccccccceeeeeeee 


YOUNG LAWYER, in the market for a home, was inspecting 

a property with a broker the other day. On the way out of 

the house, the lawyer turned to the owner and said, “I know what 

this house is listed at, but what do you really expect to get out 
of it?” 

You can say this young fellow is a smart aleck; that he didn't 
use good judgment. Certainly he was outspoken. But let’s get to 
the root of that question of his. Have supposedly intelligent people 
come to the point where they believe listing prices are merely 
wishful figures? And if they do believe that, who's to blame? 

Certainly the real estate and building industry is under a serious 
handicap in establishing price. Owners want as much as they can 
possibly get. You can’t blame them for that. But we'll have to 
admit, too, that a good many people in our industry haven't helped 
the situation. Instead of reasoning with the inflated notions of 
sellers, they've taken the easy way out. “We'll take it at the seller's 
price now, then knock it down to a realistic figure later.” That's 
been a popular attitude. 

A friend of ours in another city wanted to list his house. Several 
brokers were on his trail, each outbidding the other on the price 
the house would bring. Now this fellow was intelligent, but no one 
took the time to explain why his house wouldn't bring such a high 
figure. And he was human, too, so he listed with the broker who 
promised the most. On top of inflating the price beyond reason, the 
broker said, “You'd better start packing. T'll get $30,000 before 
you know it.” 

That was two months ago. The owner is cooling his heels with 


out a buyer in sight. He’s beginning to realize that the house by 
Publisher any stretch of the imagination won't bring over $23,000. 

Hersert S. STAMATS This broker didn’t do anything illegal. But certainly he showed 

Editorial Director a lack of pantogeaty. If a ee ast pb tag — price 

Ranvs: H. Cusseanrs he sets. how can the seller believe the broker about anything. 


The price of our commodity continually fluctuates, true. There 
Editor and Business Manager 


is no easy, magical formula to establish that House A will bring 
Bos Fawcetr : 


exactly X dollars and House B will bring so many dollars. But 
Managing Editor there are ways of determining approximate value. We all know 
Rocer C. Laxsy them. Or at least we should. And they don’t call for being 20% 
iteaestiatin ais off in our listing price. 
Perr STAMATS There’s a temptation to set unrealistic prices in the heat of com 
WittiaM O. TuRNER petition for a listing. It’s difficult to convince an owner that he'll 
Editorial Assistant probably get only $23,000 when he’s been told he may get $30, 
ROGER SCHRODERMIER 000. It takes courage ... and integrity. But that same courage and 
Tax Editor: B. H. Welter integrity is what helps build confidence over the long pull. Doing 
the expedient thing. promising flush prices, may mean an office 


Legal Editor: George F. Anderson mage? » , 
full of listings today. But it can only destroy confidence and busi 


Contributing Editors: 


Earl B. Teckemeyer, Jack Stark, Sam Russel! ness for tomorrow. 


Art and Layout: Donna Nicholas, director; 
Vivian Ives, Jack Hines, Sally Smith, assistants 


Adertising Service Manager: 
Roger Schrodermier 


Circulation Manager: BE. J. Dvorak 


Production: Roger C. Hawley 
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By CHARLES E. SLUSSER 
Commissioner Public Housing 


Administration 
Washington, D. C. 


The Commissioner's Case 


FOR 
PUBLIC HOUSING 


The public housing hatchet has not been buried. 
President Eisenhower just asked for 35,000 units a 
year for four years, but there’s an encouraging note. 
He views it as a temporary measure, ‘‘needed only 
until our proposed experimental programs have 
been fully tested.” But, most industry leaders refuse 
to swallow public housing at all and promise a 
fight in Congress. What’s behind this fight? The 
commissioner says Public Housing is the best and 
cheapest answer to slums. But, a prominent real 
estate executive, dramatically pointing 

out the proven fallacy of this reasoning, says .. . 


N @. Mr. Sltusser! 


By MorGan L, Fitcu 


Charles Ringer Company 
Chicago, Hlinois 


March, 1954 


& PUBLIC housing commissioner, I have just re 
turned from a 30,000 mile trip that took me 
into every part of the country. On that trip I saw 
more of the diseased sections of America than most 
men do. I found myself continually saying, ‘There 
cannot be a worse slum!” and the next day being 
faced with just that. 


Do People Understand It? 

In compensation I found out, in place after 
place, what public housing can do for your cities. 
Where you A wae ae it properly — where you com- 
bine it with redevelopment, with expressways, with 
parks and mene, it works. It means health 
and wealth to your community at very low cost. 

But I found also that people understand less about 
public housing than they do any other major prob- 
lem of government. 

Most people think of it as a costly program. It is 
not. True, it costs something this year its sub- 
sidized payments will reach $40 million just 1% 
of what we are spending on foreign aid alone. 

I think the approximately one million people living 
in public housing today are each worth the $40 to 
$50 a year we are spending on them. I think they 
are worth a lot more than that. 

Our government subsidizes many things. Our 
mail service over $300 million for that $420 
million for highways $234 million for rivers and 
harbors $169 million for reclamation and irriga- 


NO—NO—NO—_NO——_NO——_ NO—_ NO NONE 


N BALANCE, it would seem fitting that any re 
sponse to the eminent Commissioner of Public 
Housing should be composed by a Commissioner of 
Private Housing, who, like his counterpart of Public 
Housing, would be equipped with public office, public 
staff, public press agent and public expense account. 
It hardly seems cricket for a layman who is fully 
burdened with the combined task of competing in fair 
fight with his competitors and financing the activities 
of the commissioner of this, the administrator of that 
and the whatsis of something else, to answer on his 
own time the protests of the career public houser. 

And yet, such is the sort of thing I have been doing, 
feebly it’s true, off and on, these past 20 long years. 
And now that public housing is fast coming to re- 
vealment for the first class fraud and social counter- 
feit which it is, I wouldn't want to go uncounted 
among those who told you so. 

It seems significant to me that those who lament 
the loudest and protest the strongest in the cause 
of public housing are those who find in it the profit 
either to purse or prestige which are so necessary to 
the body and spirit of us all. I have never blamed 
any of these people for this service to self and ma 
terial interests, and there are many of them whom 
I know well and esteem highly. I do complain, how 
ever. when they wear the cloak of social conscience 
and community welfare over their natural and prop 
er desire to make a living. 
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tion — $115 million for commercial aviation $82 
million for the school lunch program $67 million 
for our 450,000 Indians. This year’s housing pro 
gram costs much less than any of these. The average 
taxpayer, the man making $4,000, put up 6 cents this 
year through his income tax to keep public housing 
going. He paid twice as much for wildlife restora 
tion according to the latest figures. 


What It Means To Your City 

But think of public housing in the practical terms 
of what it means to your city. 

Public housing has meant to date to the cities 
that have it the payment of $2, in lieu of taxes. 
for every dollar previously collected in taxes, from 
the slum sites now occupied by public housing. It has 
been responsible for the payment of deliquent taxes 
equal to a year’s tax levy on these same slum proper 
ties. 

Many of you know how much of your fire, police. 
and health budgets are spent in your slum areas. 
The dollars are wholly disproportionate to those col 
lected in taxes from the same areas. 

The “United States Municipal News” reports that. 
although slum and blighted districts comprise about 
20%, of our metropolitan residential areas, they ac 
count for: 33%, of the population, 45% of the major 
crimes, 55% of the juvenile deliquency, 60% of the 
tuberculosis victims, 50% of the arrests. 35% of the 
fires, 45%, of city service costs and 6% of real 


estate tax revenues 

Every one of us is paying most of the slum dwel 
lers’ rent 

Public housing means fewer fire and police calls, 
better health, more jobs, higher morale and increased 
self respect in those families who move from slums 
to public housing 

At one eastern seaport city the fire protection costs 
for one slum area alone amounted to $47,000 an 
nually, just $2,000 less than the entire tax assessment 
for that area. Since public housing was built in 
1942 there have been two minor fires within the 
limits of the public housing projects 


Affect On Property Valves 

You real estate men are as familiar as | am with 
the problem of declining real property values, espe 
cially as it is reflected in your tax revenues, | 
frequently encounter the argument that public hous 
ing projects are bad neighbors because they tend 
to lower adjacent property values. 

It just isn’t so. 

Here is one example of the effect of public hous 
ing on adjoining property values. In a Pacific north 
west city with two public housing projects an area 
12 blocks adjacent to one project, had a 112% in 
crease in assessed land values; in the case of the 
second project, there was a 96% increase in assessed 
land values in an area 20 blocks adjacent to it 

Here’s another instance — In a California city, the 


@ 
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Time and again, in all levels of legislative delibera 
tion on the public platform, in writing and in speech. 
it has fallen to me to debate the merit of public 
housing. Never yet has the party of the second part 
been made up of other than those who were receiving 
or expecting to receive financial reward. Quickly | 
add that there may be those who are honestly and 
unselfishly deluded and charmed by the skin deep 
beauty of public housing. They just simply have not 
been vocal in my presence 


It’s An Old Story 

If Mr. Slusser thinks truly that a “case for public 
housing needs to be made,” he either has not been 
reading very much or else he is more contemptuous 
than courteous to the hundreds of others, both 
predecessor and contemporary, who have been say 
ing almost exactly the same things. with difference 
only in emphasis, for the past dozen years. The argu 
ments are continuously a cross weaving of half facts. 
sentimentalism, empiricisms and non-sequiturs. And 
along with them is always the clearly imputed in 
ference that if you don’t agree, you are a selfish, 
vicious old Scrooge who delights in the perpetration 
and perpetuation of slums, filth and human degrada 
tion — and, likewise. a louse. 

So well I can remember that the argument for 
public housing, 20 years ago was that it would make 
work, thus reviving our lagging employment. Then 
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the argument was advanced that it would clear 
slums. Then came the war and the argument was ad 
vanced that we needed public housing to relieve the 
housing shortage. Now we are back on slum clea: 
ance. The constant quantity is that whatever the 
main theme may be, the same people are presenting 
it. 


What About Costs? 


I don’t want to challenge Mr. Slusser’s arithme 
tic. I just can’t pass, however, his flitting reference 
to $40 million as something for a tip to the shoe shine 
boy. Isn't it odd how just a short residence in Wash 
ington, even under an economy administration, can 
make a fellow kick around $40 million items like a 
bill from the dentist? It may be that Mr. Slusser is 
in a better position to judge than the rest of us and 
he is thus able to certify that 100 times $40 million is 
a proper contribution from American taxpayers to 
foreign aid, or that $82 million is the right price 
for school lunches. Frankly. I don’t know, but I 
sometimes have my doubts 

I can comprehend the simple things and I know 
that each tenement dwelling constructed in the 
public housing program costs upwards of $12,000 
If there are 200,000 units of this barrack housing in 
the country the base cost already is about two and 
one half billion without adding on the accumulated 
costs of operation which, as Mr. Slusser says loosely, 
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housing authority acquired land in 1942 for $750 know, the men and women who are working for the 
an acre. Recently a corner lot across the street from realization of public housing in the best interests 
this project sold for $75,000 an acre. The area within — and traditions of this nation. ’ 
a one-mile radius of the project has in the past ten It has been charged that public housing is “creeping 
years shown a higher appreciation of value P sens any socialism.” If so, I have never in my travels met 
other residential area in the city. so many socialists disguised as Republicans. Bob 
I believe many of you can cite similar examples Taft was such a one. 
where public housing projects have not only proved Invariably. in the cities which I visited, the mem- 
to be good neighbors, but also have been directly re- bers of the public housing commission or authority 
sponsible for improving surrounding property values have been the town’s leading citizens, the = 
by stimulating new commercial and eatiaatiel areas. who guide their community's business anc _ 
fessional life. These are not social theorists. These 
People Should Be Told are hard-headed, tough-minded, practical people who 
Sut the people outside public housing, the people _ refuse to let their cities decay. They need a voice, and 
who do not struggle with municipal budgets, do not until they get a better one, they will have — for so 
know or have never been shown what public housing — long as it holds out — mine. 
means to their community. I think they should be There are, of course, those who say all housing 
told, and I think it is the job of every municipal should be a matter for private enterprise. I am for 
authority, that has found it can work with public — that so long as a profit can be maintained, and cer 
housing, to tell them. tainly, no one but private enterprisers are contracting 
Our citizens are ashamed of our slums. They know — to build public housing units. On the other a 
we need housing of all kinds. Give them information because of the prescribed income limits we main- 
and aggressive municipal leadership and they will tain, public housing tenants are people who could 
respond. not represent profit to a landlord unless he were mak 
Do not, however, let me give the impression that — ing it off slum property. The average annual income 
this has been universally lacking. It has not. But the — of families in public housing projects is only $1,988. 
leadership given has been the tireless, selfless, hard The only money that comes out of slum properties 
working type that avoids the limelight in working for is made from human misery. 
civic betterment. We need to know, as I came to The man who says he can provide new housing 
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Kitch 


may be $40 or $50 a year but more likely is 40 or Karl Marx would never ask for more. 
50 million dollars each year. 

Now all of this, as Mr. Slusser says, has been for Does Public Housing Reduce Slums? 
the supposed benefit of one million people. Not one The favorite trick of the public housing advocates 
million families, understand, but one million people. — is to confuse the building of houses with the eradica- 
How many of the million are happy with the housing tion of slums. They say in many instances public 
is a matter of question. But let that pass. There are housing is built on properties formerly occupied by 
in the United States some 165 million people. Some slums. Therefore, public housing destroys slums. 
folks have said that one third of them are under- Simple, isn’t it? Equally logical would be the proposi- 
housed. I don’t agree. I will agree, however, that one — tion that some cats kill rats — therefore, breed more 
tenth of them are less adequately housed, from the — cats kill all rats. Why bother about what to do 
brick and bathtub standpoint, than are the million with the cats? 
who have been privileged with public housing. So The simple fact is that in our large cities, we have 
we are faced with the inequity of charging 16.5 mil- expanded our slums in greater quantity than we have 
lion under-housed people to provide special privilege expanded our public housing. And there are some 
housing to 6% of their number, and at the same cases where the public housing itself is on the verge 
time charging 165 million with the cost of hous- of becoming a slum. 
ing about one half of 1% of their number. Confusing, 
isn’t it? Taxes, Delinquency, and Property Values 

I would not care if this public housing burden cost If public housing has resulted in lower municipal 
twice or ten times whatever it does cost if it served housekeeping costs, it is a condition well shielded from 
any portion of the public welfare which its proponents the taxpayer, because his share of those costs as re 
claim for it, without, of course, destroying the politi- flected in his annual trip to the county collector has 
cal morality and the constitutional freedom of our gone up with each passing year. And if there is any 
people. Carried to its eventual conclusion, and to the — less juvenile delinquency in our cities the informa- 
resliention of the fervent hopes of many of its spon- tion has been kept from our police officers and wel 
sors, public housing for the few would become public — fare workers. 
housing for all. What a grim and gruesome prospect, And if public housing projects are such good 
especially let's be honest about to a realtor! neighbors, that, too, is a fact neither the neighbors 
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for low-income families at a profit has yet to prove 
his case. If someone can do it outside of the ou 
I would like to have his name. He holds a housing 
formula that the whole nation has sought fruitlessly. 
The Congress will be interested. 


What About Federal Financing? 

I do not think the Federal Government alone should 
finance public housing, and I would welcome any 
state or municipal financial help to keep the pro- 
gram moving. At the same time, I am aware that 
the federal government has dried up many tax re- 
sources that would otherwise be available to local 
governments. Even in states which levy their own 
income taxes the federal government is taking at least 
two tax dollars for the state’s one dollar. Our cities, 
as we all know, are even worse off. Until that situa- 
tion changes radically, I think the federal govern- 
ment is the only body, with certain notable excep- 
tions, that is in any position to establish sufficient 
credit to provide public housing. 


Review These Points 
Here you have my case for public housing: 
1) It is the best tool we have for rehabilitating the 
slums of America and the people that live there. 
2) It is an investment that pays large municipal 
dividends in its reduction in police, fire, and health 
costs in the areas in which it operates. 


or the public housing people realize. A bill to give 
the neighbors veto power over the location of public 
housing projects in Illinois was introduced and passed 
by a thumping majority in the last session of the 
Illinois legislature. At the urgent behest of the public 
housers, the Governor vetoed the bill because they 


convinced him that the measure would kill public 
housing at the local level. It is a veto that Illinois 
home owners will not soon forget. 

Undoubtedly, Mr. Slusser has access to much more 
detailed figures than are available to me. I can only 
testify that in a rather liberal experience around town 
and country I have never seen a case where 1) the 
neighbors welcomed public housing or 2) property 
values increased or 3) total taxes were decreased or 
4) the total area of slums was reduced because of 
the building of public housing. 


A Counter Proposal 

Let us make a few points clear in regard to slums. 
Slums are economic and social evils abhorred and 
deplored by any man with a civic conscience or a 
sense of community responsibility. Like destructive 
fires, decay and corrosion, slums are an inevitable 
peril to metropolitan living. Putting a slum out in 
one place doesn’t assure that it will not appear some 
other place any more than putting a fire out is a 
guarantee that there will be no fire elsewhere. 

If we are to control and eradicate slums we must 


3) It represents a net gain in municipal income 
without the cost of collection that normal taxes entail. 

4) It means a better life for all of us. Every citizen 
profits from slum eradication. Public housing im 
proves adjacent property, stops its deterioration 

5) Its costs are negligible, far outweighed in size by 
any other number of Government subsidies. 


Future Predictions 

The President's Committee on Housing recom 
mended the continuation of public housing in its 
report to the President. I think the recommendations 
to the President will go to the Congress — strengthen 
ed, specific, and supporting public housing for com 
munities which ann and want it. 

As far as the Public Housing Administration is 
concerned, there will be tightened administrative 
procedures, more economy, and a better understand 
ing promoted among the people who work for the 
Public Housing Administration. 

I predict this will produce a better understanding 
among all groups concerned with housing. All the 
people with whom I deal as Public Housing Com 
missioner seek a better-housed America. Some of us 
need a clearer understanding of the routes traveled 
by others, and knowledge of the fact that a better- 
housed America must include all segments of the 
population. I believe that 1954 will see a closer ap 
proach to that ideal. 
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do it by destroying the causes, eliminating the profit 
from their operation and educating our people to 
the point where they will prefer decent residence to 
the indulgence of other fancies 

In most cities of the country there are ordinances, 
the enforcement of which would virtually eliminate 
slum conditions. Too often they are not enforced 
because the people do not want such enforcement, 
and the continuance of the slums becomes profitable 
both to the unprincipled landlord and the politician 

If Mr. Slusser and his able cohort would devote 
their energies to developing a desire for slum law 
enforcement and to the enforcement itself, they would 
do more for the eradication of slums in a year than 
they could do by means of building public housing 
in a lifetime. 

There is cause for alarm in Mr. Slusser’s plantive 
plea for a renewal of the socialized housing program 
that was spawned under the New Deal. not because 
of what he says, but because of his vigorous activity 
in saying it. Coupled with a study of some of the 
stuff coming out of Washington, Mr. Slusser’s obser 
vations give the citizen who believes in honest Ameri 
canism even greater cause to be disturbed. Some of 
us were so bold as to think that at the last election 
we layed the bogey of statism to rest. Apparently all 
we did was to trip it up. And now we seem to have it 
to do all over again 

Well, let’s do it. 
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Award Winners Series 








View of terrace shows extensive 
window area, imaginative use 
of wood, glass and concrete 
brick, exposed beams. Notice 
sliding glass door. 


Open ceiling gives the interior 
a spacious feeling. Concrete 
block used naturally and taste- 
fully increases attractiveness, de- 
creases cost, 
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p—-e oa UILT by Pardee-Phillips Construction 

ae | Company of Los Angeles, and designed 

en by architects A. Quincy Jones and Frederick 
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E. Emmons, this house won an NAHB De 
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sign of Merit Award. Judges were impressed 








by the skillful and imaginative use of ma 
terials both exterior and interior, the ease of 
Y,) serving from kitchen to terrace, and the pro 
vision for outdoor storage. The house has 





+ } se | ¢ 
Sa been skillfully adapted to a sloping site. The 


home is selling for $19,950 at Southdown 
Estates, Pacific Palisades, California. Pardee 
Phillips plans to build 21 of these homes 
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This home has either three bed 
rooms or two bedrooms and den. 
Living area is approximately 
1,150 square feet, features all 
purpose hobby-storage room, 





Paneled corner fireplace with 
raised hearth brings living room 
dining room “L” together. Door 
leads to patio. Notice recessed 
fixtures, 
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OBERT GERHOLZ of Flint, Michigan rol LIVING ROOM 2 

built this home, designed by architect 
William K. Davis of Ann Arbor. The NAHB 2 ’ ee ae 
jury gave the design honorable mention at 2 ee pl CAR PORT 
the recent home builder’s show in Chicago. ; ; ‘ a Cental 
The house features perimeter heating, cooper ; 
plumbing, thermopane windows and alumi = 
num screens. The kitchen comes with vent i? 
fan, garbage disposal and built-in radio. 
Forty of a planned 148 of these homes have 
already been completed at Westgate Park. 
The house sells for $11,500 on a $2,450 lot. 
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1d Selling Ideas for Your 


Spring Campaign 


BR cfuse over-priced listings 
EK eee ae 
4xplain “realistic market” to owners 
Accept reasonable offers below “asking price” 


ook into a “profit sharing” plan 


ry! 

K ncourage more personal follow-ups 
‘ . . 

S up an incentive plan for salesmen 
I" . . 

Train new salesmen effectively 

A ssign prospects to salesmen fairly 

Pabulate advertising results 


A! 
Evaluate listings carefully 


Baspect listings with salesmen 
Don’t let salesmanagers compete with salesmen 
E . a 

ustablish a recognition program for top salesmen 
Advise owners of progress frequently 


‘ 
Srart holding sales meetings regularly 


ANY real estate executives find that owners 
are more realistic on asking price than they 
were a year ago, But here are suggestions for getting 
those who are still in the clouds down to a reason- 
able selling level. John J. Doppler of Cincinnati, 
Ohio says, “We try to show owners a comparison 
between their property and new property. If they 


Signs from all sections of the country point to the 
urgency of a “souped up” campaign in order to 
maintain last year’s sales, management, and 

home building pace. Set off your campaign with 
these fresh sales ideas, contributed by 


JOURNAL readers the nation over. 


can’t or won't accept an honest appraisal of value, 
we let their property alone.” 

Charles Gavlik of Detroit, Michigan explains to 
sellers that “new homes can be bought and improved 
to the level of their home with much less invest- 
ment.” 

From Rapid City, South Dakota, M. O. Wasser 
says, “We have been refusing some listings and ac- 
cepting others at prices higher than we feel the 
property will sell, but in every case we try to tell 
the owner what he can expect when we contact a 
qualified buyer.” 

Brokers generally agree that it is poor policy to 
accept high-priced listings with the hope of talking 
the owner into lowering his price after several weeks 
of no sale. Wasser says, “We don’t like to accept 
high-priced listings, though we occasionally do it 
against our better judgment. It has been our ex 
yerience that an over-priced listing may result in 
se a qualified buyer because the asking price 
is so far out of line.” 

J. R. Lobaugh of Kansas City, Kansas, says, “At 
the time we list a property for sale, we explain to 
the seller that in order to sell his property it must 
be a better buy than any similar property on the 
market, as buyers purchase the best for the money 
that they can find. If the seller will not list at what 
we consider today’s market, we refuse to accept the 
listing.” 

Gavlik reports, “Owners sell out of necessity and 
usually can be shown at the time the listing is ac- 
cepted that their price is too high.” 

Personal solicitation, backed by a good sales record, 
and ethical practice is rated by most brokers as the 
best way to get listings. Others would add “small 
services” heh. sd clients to stir up referral busi- 
ness. 

Evaluating Listings 

What's the best method to price listings in a 

tightening market? Wasser uses the uel sales 
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and a square foot method of computing probable 
sale price. He says, “We usually tell the owner that 
there is perhaps a 10% variation between the best 
possible and the lowest acceptable selling price.” 

Doppler compares the sales record of like prop- 
erties in the same location and counts in the repro 
duction cost less depreciation and condition of the 
property in setting a listing price. 

Cavlik says, “We give consideration to the age 
of the home and the location — nearness to school, 
transportation, shopping, etc.” 

Charles E. Mendinhall of Wilmington, Delaware, 
stresses the importance of the “trend of population 
shift and the exclusiveness of the neighborhood.” 


Accepting Listings 

In handling listings once they come into an of 
fice, D. T. Kingsbury of Glendale, California, says, 
“All calls from sellers that come into our office (un 
less they call for some specific broker) are office list- 
ings. I personally inspect and take or reject the 
listing. When owners call any certain Broker in our 
office, he goes out and takes the listing. subject to our 
approval and receives a listing fee.” 

John S. Clark of Chicago, Illinois, assigns each 
salesman a listing week he takes all listings, gives 
them to a typist who makes copies for each sales 
man. 

Kingsbury has a separate folder made for each 
listing and files them by streets. Then his company 
mails out a folder, “Friendly tested tips to he us 
show your home to its best advantage.” At the same 
time his company mails “Choose Your Own Neigh- 
bor” to the neighbors approximately one block each 
way from the listing. These folders are divided up 
among the salesmen and they insert their calling 
cards. 

To follow up buyers, Kingsbury encourages each 
salesman to keep in touch with his clients. 


Controlling Advertising Expense 

To keep track of the ads run on a certain property. 
Kingsbury has the ads pasted on a sheet of paper 
and inserted in the listing folder for that property. 
He also mails these ads to the seller on post cards. 

W. B. Cusack of Minneapolis, Minnesota, says, 
“In the past our ads were run with the individual 
salesman’s name and phone number plus the com 
pany name and phone. Calls on that ad went to that 
salesman. Men rotated on the floor, and any calls 
on signs or general inquiries went to the man on the 
floor. We have recently put into effect a system 
whereby the ads are run with only the company 
name and phone. The rotating floor system is used 
with more men on the floor and all calls on ads 
for that day go to the men on the floor, as do gen 
eral inquiries and phoned listings.” 

Each of John Clark’s salesmen has an advertising 
allowance and a complete record is kept on each 
building advertised. A list is posted on the bulletin 
board as to all signs that are up. 


Handling Prospects 


Apportioning prospects to salesmen calls for a 
system of utmost fairness. Clark’s office gives pros 
pects to the salesman who has the “listing week,” 
unless they come in on a certain property. 

Kingsbury has a rather unique method. Pros 
pects are not taken solely by the office secretary. 
Instead, there is a frame at the front of the of 
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fice with each broker’s name on it. When the phone 
rings, or a prospect comes in, the broker whose 
name is at the bottom of the frame takes the pros 
pect. Then he changes his name to the top, leaving 
the next broker in line at the bottom. If the broker 
at the bottom isn’t in, the next one up takes the pros 
pect. Kingsbury says, “In this way we eliminate 
floor days, and we have found this a very success 
ful system as our brokers are free to work the pros 
pects at any time and don’t miss a full day.” 

What about accepting bids from prospects below 
the seller’s price? Brokers seem to agree that this 
is all right, provided the bid is reasonably close to 
the seller’s price. Or, if they have accepted a listing 
above the current market, they may accept several 
lower bids to show the buyer what the market real 
ly is. Cusack says his company encourages prospects 
to make a bid, if not at the full price, then at what 
they think the home is worth. He says, “It is our job 
to present all reasonable offers, thus giving the seller 
the market picture on the price of his home. We 
do, however, attempt to obtain our listings as close 
to the market price as possible to avoid that wide gap 
between bid and offer which we feel weakens the 
confidence of the seller in our ability to find accept 
able qualified buyers, and the confidence of the 
buyer in the fairness of the listed price 

Lobaugh’s firm does not urge prospects to make 
offers. To discourage offers, Lobaugh tells prospects 
that his firm will not take the property off the market 
pending acceptance of the offer. Should a second 
prospect agree to pay the full purchase price before 
the first prospect's offer is accepted, the property 
would be sold to the second prospect. 


Training New Salesmen 


To train new salesmen, Edward J. Warren takes 
them under his wing for two weeks. They simply 
spend the time with him doing listing and selling 

Cusack’s new men are instructed in drawing up 
earnest money contracts by the salesmanager and 
given several talks on how the con 
ducted. They then go along with other men on list 
ings and generally learn from the more experienced 
men through daily office contacts. On Mondays and 
Thursdays the entire sales staff meets for an hou 
in the morning. Current problems are gone over, 
and a period is devoted to basic principles and ideas 
in listing, appraising, and effective selling 

Lobaugh says, “Salesmen are taken on an inspec 
tion trip of our listings. They are shown the best 
method of approaching the property and the bette 
points of showing it. Salesmen are taught how to 
fill out the exclusive listing forms properly and given 
the reasons why we accept exclusive listings. The 
new salesman is shown the complete procedure of 
closing a sale. I let the salesman pick up the abstract 
from the seller, deliver it to the abstractor, then to 
the purchaser’s attorney, show him how to meet the 
attorney's requirements, how to draw the mortgage 
and all other documents necessary in closing the 
particular sale. He is given the reasons for writing 
the documents as we do. The obligations of the seller 
and of the purchaser are explained to him. I believe 
when a aivaien is thoroughly familiar with the 
real estate transaction, he naturally becomes a bette: 
salesman.” 

Every Thursday morning Kingsbury has a sales 
meeting from eight to nine o'clock. Sometimes there 


business is 
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Before — A living room in the Blanchard Apartments before 
conversion to a sleeping room, Notice cracked ceiling, dingy 
walls, drab woodwork. Even floor covering was left to the tenant. 


After — The same room, painted, decorated and furnished, is 
now an attractive sleeping room. Ungainly, old-fashioned. light 
fixture has been removed, replaced with floor lamps. 


Modernization 
Doubles 


Net Income 


Modernization and conversion of this 50 year old apartment build- 
ing has doubled its yearly income and brings the owner a 21°; 
return on his total investment. An offer of $70,000 has been made 
on a property originally sold for $27,000. Here are complete facts 
and figures on the successful modernization of the Blanchard 


Apartments in Detroit, Michigan. 


| OES it pay to modernize a 50 
year-old apartment building? 
Jerome Bisschop of the Smith-Bis 
schop Company in Detroit says. 
“Yes.” This architecturally obso 
lete structure had eight huge six 
room apartments bringing in a 
total of only $4.140 a year. After 
complete modernization and rear 
rangement of the interior, it nov. 
nets $9,216 a year more tha. 
double its original net income 

Idea for conversion came when 
the Smith-Bisschop Company sold 
the property for $27,000 and ac 
quired he management of it under 
the new ownership. As further 
proof that such modernization 
pays, the owners were recently 
offered $70,000 for it. 

The building originally had two 
six-room apartments on the first. 
second, third and fourth floors. 
These consisted of a large living 
room, music room, two bedrooms, 
large dining room, large kitchen 
and bathroom. The basement had 
two apartments with three rooms 
and bath. 

At the time the property was 
sold, the tenants were paying for 
gas and electricity. All the apart 
ments were completely unfurnish 
ed; even stoves and refrigerators 
were provided by tenants. 

After analyzing the property 
carefully, Smith-Bisschop was cer 
tain that reclamation and conver 
sion would increase the earning 
power and raise the value of the 
building. Here are more facts and 
figures showing the success of the 
project: 

A complete, detailed set of blue 
prints and _ specifications was 
drawn up and submitted for ap 
proval to the City of Detroit De 
partment of Building and Safety 
Engineering. Because there were 
difficient front, side and rear 
yards. an application had to be 
filed with the City of Detroit 
Board of Zoning Appeals. The 
Zoning Board, faced with a terrific 
housing shortage, permitted the 
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conversion of the building into 
eight two room apartments 24 
sleeping rooms with share baths. 
The two basement apartments re- 
mained the same. 

With a building permit, the en- 
tire four floors were vacated and 
work began. It took about 45 days 
for completion. 

Here’s the itemized cost break 
down which may guide you in a 
similar project: — . 


— Cost of Reclamation - 


Floor sanding and finishing .$548 
Venetian blinds for all win 
dows with exception of 


I iat a a2 chse instr’ 640 
Wall washing and removing 

of wall paper ........... 381 
Plastering “Repair work” ... 550 
Carpenter work “Rough and 

PEE stews ee eee 750 


SECT POE ere 790 
Electrical work and fixtures . 900 
(System was changed from direct 
to alternating current) 
Mailboxes and communication 
Re 350 
Decorating (labor only) .. .2000 
Paints, varnishes and enamels 450 
Repairs to roof, gutters and 


UID kis 56 on go vos 86 
Linoleum for front stairwell, 

treads and risers ........ 313 
Linoleum for counter tops 

in kitchens ........... . 150 


New Yale locks for all doors 

(mastered ) 
Tile for front entrance 

vestibule .......... cee AEB 
Sandblasting and water- 

proofing of face brick 

and stone ........ .... 365 
Exterior painting 





Miscellaneous ...... 796 
Total rehabilitation cost 10,238 
10% supervision fee . . 1.024 
, | ree 11.262 
- Furnishings 

Furniture, beds, mattresses, 

Wee sso mse ale +.O00 
Ree: i a s ces i 
Total reclamation cost 15.537 


After rehabilitation and re 
clamation, here’s the Operating 
Statement: 


- Operation Expenses 


Management . ; § 80 
, aa . 60 
i ree : 60 
OS Ee pi . 10 
Water ..... 7 . 
, ee eee ; . 100 
Laundry ......... . 75 
Uniform for caretaker 10 
Exterior window cleaning 95 
Caretaker’s salary . 120 
EDs s's.0 h 2.005 25 
Miscellaneous ....... 100 
Insurance ........ 10 
Telephone ....... 3 
Administrative expense 5 
Expenses per month 695 
3 2. wereress 8.340 
Total gross income 
per year ...... 18,480 
Operating expenses 
per year ...... 8,340 
10,140 
5% deducted for vacancies 
and turnover .. 924 
Net Return per year 9.216 


The original purchase price was 
$27,500. This figure plus the 
total cost of reclamation equals an 
investment of $43,037 


Jerome Bisschop of the Smith 
Bisschop Company believes the 
success of this project demonstrates 
four specific ideas 


1) That where the structural 
condition permits, even a relative 
ly small sum of money expended 
upon rehabilitation or conversion 
will increase the income percent 
age-wise, and of course the market 
value the latter to an extent 
beyond the cost of the property 
plus the subsequent investment. 


2) That in areas where increase 
in population density outmodes 
structures planned for spacious 
family accommodations, adapta 
tion to the area needs by simple 
conversion is the cheapest method 
of checking blight. 


3) That the same procedures, 
increasing the number of dwell 
ing units, will increase the number 
housed and of course relieve some 
of the shortage. 


+) That professional property 
management is the best plan for 
the property owner. As our slogan 
states “Good Property Manage 
ment pays Extra Dividends.” 

Bisschop says, “This specific ex 
ample is only one of the many 
phases of good property manage 
ment whereby owners of income 
roperty receive and derive the 
yenefits of good property man 
ager’s ability. Strange as it may 
seem. there are ever so many own 
ers of income property that cast 
aside thousands of dollars because 
they do not see the light or the 
value of good property manage 
ment.” 





















Selling Ideas 
(Continued from page 29) 


is a speaker from a loan company. They often dis- 
cuss salesmanship, ethics or problems with their 
listings. At nine o’clock all the salesmen take two or 
three cars and inspect new listings. 


Providing Sales Incentive 

Most brokers use some form of bonus system 
and a monthly or quarterly contest. Cusak’s 
firm displays the photograph of the top man of the 
week in gross dollar volume sales al also runs a 
sales contest for three months with a topcoat or a 
suit as first prize. Other prizes are shoes and hats. 
For bringing in four exclusives a month, the sales 
man and his wife receive a free steak dinner. Lapel 
pins are planned for a $100,000 a month club. Cusack 
says, “We want to develop an incentive plan which 
will encourage and be competitive for all salesmen, 
not just the top earners.” 

Lobaugh pays salesmen 10% of the total com 
mission for obtaining exclusive listings. The sales- 
man gets 50% of the commission for all insurance 
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Le sells and 50% of the commission on all renewals 
On the first two sales of each calendar month, 
Lobaugh’s salesmen receive 50% of the commission: 
on the next two sales this is upped to 55%. For 
over four sales each calendar month the salesman 1s 
paid 60% of the commission. The salesman who 
lists a property is given first call to show it 

Some brokers are trying “profit sharing” ew 
Cusack has such an arrangement between listing 
and selling salesmen. If a home sells within the first 
third of the period for which it was listed, the com 
mission which would ordinarily go to the lister and 
the commission which would ordinarily go to the 
seller are pooled and split equally between the two 
men. Cusack explains, “We feel that this encourages 
the listing of homes for a longer period of time, at 
a price which will bring about a prompt sale.” 

Companies employing a full-time salesmanager 
find it best not to have him compete with the sales 
men. Says Cusack, “Our salesmanager receives the 
standard listing commission on any listings he bring 
into the office, but waives the profit sharing system 
Otherwise he doesn’t compete with the men.” 





Why Not Streamline 


By EARL B. TECKEMEYER 
Realtor 


Indianapolis, Indiana 


flea w indenture witnesseth that, 
whereas, the undersigned, 
hereinafter designated as the . 
whoah . where am I going? If 
an article actually started and 
kept on for very long in that 
wordy vein you'd simply say, 
“nuts,” slip the sheet and go on 
to something more interesting. 
Worse still, if you didn’t know 
what the words meant or what 
they might get you into if you 
signed a paper containing them, 
you’d back away through sheer 
fright. Or, you’d have to fetch a 
lawyer to explain the whole mat 
ter. And, finally, if you were pre 
sented with a whole sheet of paper 
containing hundreds or maybe 
thousands of such words and 
phrases, it goes without saying 
that, if you signed, you'd do so 
with tongue in cheek, fingers 
crossed, and with that sinking feel 
ing some people have when they 
walk under a ladder. That sort of 
thing is putting the buyer of real 
estate (especially the so-called, 
“little folk”) to a very severe test, 
don't you” think? Then why do 
we do it? 


What's Wrong with Contracts? 
About two-thirds of the words 
in lawyer-written documents, (1 
can write like this because I am 
one L1..B., Indiana University 
1926) is utter waste and, as 
they themselves say, when they 
really get to shouting and ranting 
“immaterial, not germane to the 
issues, irrelevant, not pertinent. 
and therefore objectionable.” And 
they’re right! Of course it’s ob 
jectionable, So is the same sort of 
talk in the proposition or sales 
contract used in the average real 
estate transaction. The whole busi 
ness could be much simpler and, 
if streamlined, could contribute 
much more to the end in view - 
making a sale. The long-winded 
contracts we now present to our 
customers are frightening. 
Years ago in a small county-seat 
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Our Contracts? 


Are you missing sales because of a long-winded, confusing contract ? 


Can't you streamline it — make it simple, understandable and 


to-the-point? Or do you need all that legal double-talk and fine print 


in a good sales contract? Here’s a lawyer's answer . . . 


town where Abraham Lincoln was 
practicing law, a group of lawyers 
were having a field day trying a 
simple case. One counselor, shab 
by in appearance and dressed in 
tattered clothes, continually 
bounded to his feet asserting that 
this or that was immaterial and 
that he wanted to object. Lincoln 
was there, sitting silently, biding 
his time. On one occasion, when 
this shabby barrister was on his 
feet, it was noticed that he had a 
large hole in the seat of his pants. 
His more prosperous brothers im 
mediately began circulating a pe 
tition asking for contributions to 
ward a new suit for their less for 
tunate friend. When the paper 
finally reached Lincoln he wrote: 
“T have nothing to contribute to 
the end in view.” 

That was Lincoln: immediate. 
to the point. Nothing immaterial 
or irrelevant about that. was there? 

Most of our real estate contracts, 
to the contrary, do not “contri 
bute to the end in view.” They are 
immaterial, wordy and confusing 
to the average buyer. 


Can Contracts Be Simple? 

Our contracts should be printed 
in large type so that even a person 
with poor vision can read it. The 
lines should not be jammed _ to 
gether, and above all, such words 
as amortization, whereas and 
wherefore, prorated, party of the 
first part and the like, should be 
eliminated. A contract should all 
be on one side of one normal sheet 
of paper with no fine print. 

Let’s be specific. Instead of 
starting off “The undersigned, 


Varch, 1954 


hereinafter called the purchaser 
etc., etc.” why not just say right 
out: 

1) We (I) agree to purchase 
the following property located at 

Street for the sum 

of $10,000.00. 

2) The lot number of this prop 
erty 1s wo, 

3) I agree to pay $ 
down and remainder to be paid on 
the following terms: here let the 
buyer say what he wants to say 
and you write it down in HIS 
WORDS. 


4) I am to have possession by: 


5) The next installment of taxes 
on this property are due Novem 
ber ist. 1953 and amount to 
$ . These I will pay 
(leave out the business of assum 
ing and paying taxes due and pay 
able for the year so-and-so for the 
year so-and-so, etc.) 

6) Seller is to provide me with 
an abstract or other evidence of a 
good and merchantable title to this 
property, and, if necessary, pur 
chase title insurance for me. 

7) This offer is void if not ac 
cepted by the owner on or before 
noon of the day of August, 
1953. 

That’s enough, I believe, to show 
what I’m driving at. The simpler 
we make it the better. The above 
is not a whole contract and there 
are other items to be covered, but 
they, like those above. can be 
trimmed down and put in easy-to 
understand words. Even the ignor 
ant should have no trouble under 
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standing and no hesitancy in sign 
ing. 

After all, there never was a con 
tract written which would, of it 
self, guarantee performance un 
less the parties were willing. The 
real and only purpose of the con 
tract is to make a record of what 
was discussed at the time for fu 
ture reference. Morals don’t enter 
into it. If the purpose of any con 
tract is to attempt to bind someone 
to it, no matter what, you might 
as well give up, because it can’t be 
done. Ninety percent of business 
is done on faith anyway and the 
contract is simply to refresh the 
memories of the parties, not to put 
them “through the wringer” if 
they change their minds. 


Is The “Fine Print’ Necessary? 

We recall suggesting once. in 
discussing the closing of deals, that 
a salesmen might well tell the 
prospect that if he intends to pay 
for the property and meet the 
terms of the contract, he needn't 
worry about the fine print. All it 
says is the owners will take back 
the property if he pay. 
That, in brief. is about the truth 
I'm advocating that such stuff be 
left out altogether. Why not come 


doesn't 


right out in big bold type, plain 
as the nose on your face, and say. 
for example: Clause 14: “If I fail 
to make the payments due ot 
abide by the terms of this agree 
ment I forfeit the money I have 
paid and all of my rights to the 
property, including the right to 
occupy it.” That, or something 
equally simple, would certainly 
express the intent of the parties. It 
would leave no doubt about where 
each stood and wouldn't have to 
be ducked or hidden or explained. 
The average dealer in the aver 
age community in America is deal 
ing almost wholly with “little peo 
ple” who rely upon him to guide 
them. They either cannot, or do 
not, want to hire a lawyer. They 
may be as afraid of lawyers as 
they are of real estate dealers, but, 
be that as it may, they don’t get 
outside advice. Yet they want to 
feel that they know what they're 
doing and aren't being hoodwink 
ed by signing some long-winded 
paper they don’t understand. So, 
why not do something about it? 


What To Do About It? 
Various groups throughout the 


country could have a local com 
mittee appointed to work out a less 





complicated set of contracts and 


forms. All sorts of forms could be 
gathered, analyzed, and maybe 
we'd come up with something 


nearer to what a lot of people 
would like to set down on the back 
of an old envelope and call it a 
deal. Ive made deals just. that 
way. Probably you have, too 
There’s a meeting of minds, every 
thing is settled. and a_ simple 
memorandum is written and sign 
ed. That's all there is to it, and if 
it isn’t, the longest contract with 
the fanciest words in the diction 
ary won't change it 

As it stands, part of the sales 
talent which goes into every trans 
action must be wasted groping 
through the maze of literature 
given to the wavering prospect just 
at a time when he is least in the 
mood to digest it. He may even be 
on the lookout for some reason to 
If he could 
just sign something simple which 
means to him, in his own words. 
“Tl take the place. It will cost me 
so much,” that’s all that’s needed 
With a litthe work and study, by 
men in our business who are for 
ever confronted with this problem, 
a great hurdle can be easily jump 
ed. Let’s get to work on it 


postpone his decision 





Modern As 


Tomorrow 


Muskegon, Michigan. 


“We felt the building should be as modern as to 
morrow,” says Norris Plumb. president of Plumb’s 
Markets. “Since supermarkets are relatively new on 
the American scene, and because they should con 
note progress and new, dynamic ideas in merchan 
we felt that the building’s 
architecture should do the same thing.” 

Consequently, this new building will be one of the 
A great pylon stretches 
twice the height of the structure to let customers 
know well in advance that Plumb’s isn’t far away 
Huge glass area and abundant lighting are sure eye 


dising and selling food 


most modern of its kind 


catchers for people driving past. 


“The building itself should invite the customer to 
enter the shopping center.” says Plumb. “Bright. con 
temporary and emiting a feeling of friendship and 
warmth, it should impress upon the customer that 


here is a good place to shop.’ 
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a new Plumb’s Supermarket will be part of a 
major shopping center at Glenside, a suburb of 
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Here’s a design idea that could add much 


interest to that shopping center you're 


contemplating. It’s meant to be a compelling 


attraction to passersby, bring your tenants 
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more business. 




































































Part IV — Curtis Livability Plan 





An Actual Comparison . . . Livability 


This is the final article in a series about a refreshing new concept of 


neighborhood planning which uses interior parks, key-shaped lots, and 


double frontages to increase livability and cut development costs. The 


first three articles set forth the basic ideas. Now, the author re-plans 


an actual project and saves 25% in total improvement cost, adds public 


and apartment facilities, boosts the sales appeal of the project. You 


will want to read this series before planning your next subdivision. 


Journal editors invite your comments. 


I OW does Livability planning 
work out on a large parcel 
of actual land? 

Figure 1 is Eastview in Dayton. 
Ohio, developed by W. A. Simms. 
It is a triangular 53 acre tract 
bordered by two major streets and 
a railroad. I chose it for this com 
parison because it has definite 
boundries (other than land own 
ership), it is large enough for a 
complete neighborhood, and cost 
analyses for the half to the right 
of the double-dotted line—(-..-..-..) 
have been published. Also, the 
conventional layout for it is excep 
tionally well done. It would be 


By M. Hover Curtis 
Community Planner 


404 W. Vanderbilt 
Oak Ridge, Tennessee 








unfair to compare a new idea with 
an inferior old one. Eastview is 
free from common faults — angled 
intersections. waste area in pie- 
shaped lots, unattractive side 
streets. This layout was the most 
efficient of three conventional lay 
outs, all done by eminent plan 
ners. 

The land has planning difficul 
ties: Two parcels were impossible 
to acquire, so must be “planned 
around” without undue cost yet 
must be integrated into the final 
neighborhood. The railroad pro 
hibits access from the  area’s 
longest side. 
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There are no contour problems 
the land slopes gently to the 
northwest. There were no natural 
beauty spots, all was buildable 
land. 

This layout is typically conven 
tional — it makes no provision 
for school, church, fire station. 
playgrounds, any group or social 
activity or facilities even for shop 
ping. Many lots are long and nar 
row, necessitating a rear garage, 
narrow side yards, and narrow 
house. Some are greatly oversized, 
but livability is not increased, for 
the lot is narrow where the house 
must be located. Fifty-two lots ad 
join the railroad in a monotonous 
line of narrow, crowded houses. 

On the whole area, 227 lots are 
obtained, with 7962.5 linear feet 
of interior streets, about 35 linear 
feet of streets per lot. 

Here’s the same area planned 


Figure | — Conventional Plan for East- 
view. 

This is an actual subdivision in Dayton, 
Ohio, planned and developed by W. A. 
Simms. The author chose it for this 
comparison because it is an excellent ex- 
ample of conventional planning. It has 
227 homes, 7,962.5 linear feet of interior 
streets. Average lot size is 6,000 square 
feet; average lot width, 58.7 feet. 

















vs. Conventional Planning 


by the double-frontage system. 
the Livability Plan: In Figure 2 a 
total of 230 lots are achieved with 
6189.75 linear feet of interior 
streets. The street saving is 1772.75 
linear feet, or 22.2% In this case 
my concern is “not for more lots to 
sell, but for better planning.” This 
has its just reward in that the 
street saving is doubled over the 
guaranteed 10%. (In Livability 
layouts the guarantee is for 10% 
more lots or 10% less streets. Often 
both can be achieved. ) 

Let us break down this saving: 
In the Home Builder’s Manual. 
detailed costs are given only for 
the southern half of Eastview. 
or 121 lots. Street and utility la 
teral costs are not given. Total 
improvement costs are $168,101. 
35. 

Of this, street costs are $939.17 
per lot. See January JouRNAL 
for this breakdown. We shall use 
this figure as the basis for our 
comparison. 

Lateral utility costs, as quoted 
in’ Manual, are $174.50 per lot. 
Proportionately, street costs for 
227 lots would be $939.17x227 
$213.191.59. Total utility laterals 


would be 227x$174.50-$ 39,011.50 
By conventional plan the streets 
total 7962.5 linear feet. Total 
street cost, $213,191.59, divided by 
this figure is $26.77, the street 
cost per linear foot. (National 
average is about $30 per linear 
foot. ) 

By Livability planning ow 
street length is reduced to 6189.75 
feet. At the same cost per linear 
foot the total street cost by Liva 
bility planning would be $26.77x 
6189.75 or $165,699.61. Subtract 
ing this total from the total when 
conventional planning is used 
($213,191.59) we have a saving 
of $47,491.98 on street costs by 
using the Livability plan. 

But, Livability planning in 
creases the cost of utility laterals 
(January JouRNAL) because of the 
deeper set back of park-fronting 
homes. In my layout 150 homes 
front on the street and 80 front 
on the park. Utility cost for all 
street-fronting homes is then 150 
x$174.50, or $26,175.00. For park 
fronting homes utility cost is 14% 
x$174.50, since the lines are 75 
feet in contrast to 50 feet, or $261 
75 per home. The total cost for all 


laterals for park-fronting homes 
is 80x$261.75 or $20,940.00. For 
all homes, cost of utility laterals 
is $26,175 plus $20,940 or $47,115 
By conventional planning the total 
lateral cost is $39,611.50 (above). 
Thus laterals by Livability plan 
ning cost $7,503.50 more than by 
conventional planning. This must 
be subtracted from the street sav 
ings to get the net savings. $47, 
491.98 less $7,503.50°$39,988.48 
We have saved nearly $40,000 on 
the overall cost by using the Liva 
bility plan, or nearly one-fourth 
of the total improvement cost. 


Why Is Salability Increased? 
For this total cost, the developer 
has about the same number of 
lots to sell. Will they sell as readi 


Figure 2 — Livability Plan for Eastview. 
Here is the same neighborhood replanned 
by the author. It has 211 lots for homes, 
two apartment sites or the equivalent of 
twelve lots, and seven business lots — a 
total of 230 lots. Other data: Length of 
interior streets — 6,189.5 feet; street sav- 
ing over conventional plan — 1,772.5 feet 
or 22.2%; average lot size — 6,000 square 
feet; four sites for public buildings; eight 
playgrounds; seven game courts. 
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ly? Looking at Figure 2. the out 

standing feature is the continuous 
park extending from both corners 
of the area to the arterial intersec 

tion, a distance of 4,550 feet. These 
parks have space for a school, three 
public bellies. a playfield 212 
feet across, a swimming pool, a pit 

nic area, sections for allotment gar 
dens, eight playgrounds for small 
children, and seven game courts 
for adults. 120 lots directly adjoin 
this park, so that for these families 
children may go to school, play 
grounds, and shopping district 
without crossing any street. (A 
reminder: Park-fronting lots al 
ways have living rooms facing the 
park.) 

Until the community facilities 
are built, their sites are simply 
part of the park. Remember that 
the developer builds nothing in the 
park area — that is the cooperative 
job of the community. Getting the 
advantages of these facilities is the 
incentive for the home owners 
to unite in common endeavor. In 
doing so. they obtain the freedom 
of country-estate living with the 
convenience of the city. Even more 
important, they become friendly 
and mutually helpful. They 
achieve expression of personality, 
citizenship training, and the soli 
darity and stability of their neigh 
borhood 


A Public Park Needed 


There is one place in the park, 
however, the developer will be 
wise to beautify. That is the ew 


surrounding the public park which 
adjoins the shopping area on Kemp 
Road. Here the passer-by gets a 
view of the interior. He is invited 
to use a roadside table and picnic 
fireplace by a bulletin board and 
also informed of lots and homes 
for sale. Stores and = space for 
car-parking are near, leon, too, 
a telephone connection with the 
local sales office can be set up 
The public may be invited here to 
watch tennis tournaments, races, 
etc. A public building com 
munity Hall, church is attrac 
tively located where it can be seen 
from the public park and main 
street but entered from the local 
street, where off-street parking is 
ample but invisible from the 
streets. The business car-parking 
area may also be used for extra 
parking space when needed in 
evenings or on Sundays. This 
public park is separated from the 
interior community park by wide, 
low, thorny planting, an effective 
barrier against intruders but not 
against on-lookers. If, when all 
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homes are sold, the community 
wants to discontinue the public 
park, the space may be added to 
the shopping area or used for 
apartments or home businesses. 
These home-office-businesses 
dentist, doctor, beautician, dress 
maker, should be kept close 
to the shopping area by zoning re 
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Figure 3 — Detail of lots 

Conventional Lots — Area 6,283 square 
feet. Livability Lots — Area 6,030 square 
feet. 

Legend 

G — Garage; L — Living room; O — Out- 
door living reom; S — Garbage can 
storage. 


strictions, where their patrons may 
use the parking space provided. 


Traffic Safety 


Note that although the stores 
have adequate delivery access. 
pedestrians from the community 
need not cross a danger zone to 
get to them. The lane from the 
community park leads, between 
the two car-parking lots and 
bordered by screen planting, to an 
arcade between the stores. Small 
offices and shops not requiring 
much space or large deliveries 
may front on this pedestrian ar 
cade. When more business space 
is needed, all four corners of the 
intersection may be zoned for busi 
ness. 


New Zoning Ideas 


A word about zoning: There is 
no need any more to defend shop 
ping areas adjacent to residential 
sections. They are a community 
need, and we have ways of making 
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them attractive. Most plan boards 
now approve spot zoning along 
arteries rather than ribbon zon 
ing, making one major street all 
business. 

Let me add here a plea for in 
cluding a few apartments adjacent 
to residential sections. They should 
be restricted to traffic arteries or 
bus routes, and located near the 
shopping center. The construction 
should be equal or better in quali- 
ty and should blend architectural 
ly with the surrounding homes. 
Apartments are definitely needed. 
Most families come to a time when 
an apartment with its reduced 
housekeeping demands fills their 
needs. It may be when both 
parents work, during continued 
illness, after a death in the family, 
or in older years. Many people 
would make this change when 
needed if it did not mean uproot 
ing neighborhood friendships and 
habits. It should be possible for 
people to change the mechanics 
of their living without tearing 
them away from companionship 
needed even more in times of 
stress. These apartments will also 
be desired by those who want to 
lest a cooperative community by 
living there before buying a home. 
They will thus furnish a con 
venient waiting list for homes sud 
denly vacated. The apartments. 
too. serve as a buffer between the 
business and residential areas. In 
computing number of lots these 
apartment sites have been counted 
as the number of private lots they 
would make if the area were so 
divided. 


Duplexes Definitely Needed 


Another special need is this: 
Some families prefer a semi 
detached. or double, house (related 
families. proven friends, or those 
who need only a small house but 
prefer the appearance of a larger 
one). Here there are 11° such 
double houses. The area of the 
double lot is increased to 8.000 
square feet or more, and the in 
dividual houses made smaller. 
They are near bus lines, school 
or playfield to fill definite needs 
They are planned to present an 
imposing facade to the street, or 
to provide great enjoyment of the 
park at reduced cost. Well planned 
and constructed, such houses can 
enhance the beauty of any neigh- 
borhood, as well as fill a real need. 
They will, of course. increase the 
overall density, which will be dis 
cussed later. 

Still other special needs are met 
Some people want to be near a 
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park but away from children’s 
playgrounds. They will choose ihe 
section where the park narrows 
to a walk with flowers and benches 
but from which the swimming 
pool, picnic area and public build 
ings are easily accessible. Certain 
people will want to be near a 
tennis court, some near allotment 
gardens. Some will prefer to ad 
join a small park with game courts 
for adults only. Two such small 
parks are planned here. Some will 
prefer the conventionally shaped 
lot but want an adjoining park. 
Some of these will be found. Some 
will want the familiar lot shape 
with no park. There are 43 of 
these, with a minimum of street 
crossings to school, shopping and 
recreation. These lots form a good 
test of purchaser reaction for some 
are located directly across the 
street from Livability-shaped lots 
The difference in house width and 
distance between houses will be 
readily apparent to purchasers. 

It is recommended that the 
houses on both sides of this street 
be equal in floor space and quality 
of construction, and should sell for 
the same price, to be a better test 
of public preference in lot shape 
and planning. This test street 
could be built first, and later 
streets converted from one type 
to the other according to demand. 

One must remember this: Liv 
ability lots can always be changed 
to conventional ones. but seldom 
vice-versa, for parks cannot be 
added later. They must be planned 
for from the beginning. We dis- 
cussed in the February JourNaL 
the impossibility of using the ef 
ficiency of spade-shaped lots with- 
out an interior park. If this were 
done, the lot with narrow street 
frontage would have a house fa 
ing the back door of its neighbor. 
an unlivable and unprofitable ar 
rangement. Reversed frontage 
makes the park imperative 


We Must Think Ahead 


Looking forward to the day of 
more air travel, even of helicopter 
buses, the interior park may con 
tain a helicopter landing field, so 
that commuters to the metropoli 
tan area may jump over all traf- 
fic congestion to the quiet of their 
own neighborhood. The communi 
ties we build today must not be 
obsolete 50 years from now! 


Where Park Space Comes From 


Further comparisons of the two 
plans: In the conventional lay 
out, average lot width is 58.7 feet 
and area is 6,000 square feet. By 


Livability planning lots are 70 
feet wide at the building line; dis 
tance between houses is more than 
doubled; the lot is now adequate 
for the popular ranch type house 
with attached garage. Yet its area 
is not increased. All Livability 
single lots are over 6,000 square 
feet but only a few exceed 6,500, 
those few for large families who 
require many bedrooms. Where, 
then, does the space come from for 
the park, public buildings and 
wider lots? Some conventional 
lots exceed 12,000 square feet in 
area, where the unacquired land 
complicates planning. This ex 
cess area cotale 1.3 acres yet adds 
little to lot value and nothing to 
livability. 

The street saving adds anothe: 


2.5 acres to the park. When this 


double frontage system is used no 
land is wasted. All the lot area adds 
light to the house and living — 
to its occupants, and every bit of 
the park makes their living more 
abundant, adds advantages only 
the wealthy few could previously 
hope for. 

By conventional planning, 52 
lots adjoin the railroad right-of 
way, and so are reduced in value 
In Livability planning there are 
no such lots. A abe zone of allot 
ment gardens, playgrounds, and 
scree monsoon walks separates 
these lots from the railroad. 


Traffic Hazards Cut 

In Figure 1, 19 lots must have 
their private drives entering major 
streets, a traflic hazard. By Liv 
ability planning there are none. 
At the corners where local streets 
enter major streets, the drive is 
from the side, from the local 
street. This makes a particularly 
attractive facade, where a long 
porch runs the length of the ga 
rage, masks it entirely, and great 
ly enlarges the appearance of the 
house. Such lots are deeper from 
the local street, but narrower along 
it. 

In the conventional layout, the 
street arrangement adjoining the 
unacquired land on Myers Avenue 
leaves an area within it for which 
there is no good solution. By Lav 
ability planning its owner can 
reach all his lots with a short loop 
road; he may make his lots of con 
ventional shape, or by using the 
corners of his land to increase the 
size of the present park, he may 
use his Livability lots and so get 
more of them. His purchasers will 
then have the use of all this park 

Drainage on this land is to the 
northwest corner. In Livability 
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planning, sewers can cross parks 
when so desired, so culs-de-sac 
may slope downgrade, never pos- 
sible before. We have one such 
cul-de-sac here, off the Kemp Road 
loop. The drainage here is toward 
the park, then joins the main street 
sewer on the Myers loop, going 
under the 10-foot cro:s-walk lead 
ing to the school (B-2) shown 
here -0-0-0. 


Schools Easy To Reach 

The school is placed near the 
center of the layout, accessible 
from both loop roads. A neighbor 
hood of this size does not require a 
complet graded school. A primary 
school-kindergarten, first, second 
and third grades is the ideal 
answer here. B-1 may well be a 
fire-station; B-3 a community 
building or church; B-4 a branch 
library 

If this land had contained any 
unbuildable sections, the park 
would have been larger in area 
and more interesting in contou 
and natural beauty. This layout 
illustrates the way this plan sys 
tem can be adapted to a complete 
ly buildable site, and still result in 
a more efficient use of land, The 
system's adaptability to rough land 
should, from this, be self-evident 
Though this park is not large in 
area, its extent is unbelievable 
(nearly .9 mile) and will contain 
eventually all that can make city 
living healthful and abundant. 

This illustrates again the truth 
that planning is more important 
than square footage, in parks and 
lots as well as kitchens. Every 
homekeeper knows that the ef 
ficiency of her kitchen is not pro 
portional to its floor space. Greate: 
area, when poorly planned, only 
adds steps, not convenience. The 
same is true of the lot around the 
house and of the neighborhood 
around the lot. Planning is vast 
ly more important to livability 
than is area alone. This mean: 
that density, the number of family 
units to the acre, is not a complete 
measure of a neighborhood's liv 
ability, though many plan boards 
use it as their only yardstick 

In computing density for Liv 
ability neighborhoods, the park 
area (except that used for public 
park or public buildings) should 
be added to the total lot area be 
fore dividing by number of homes, 
for the park is not public property. 
It is part of the spaciousness for 
private living as private lots are. If 
this is done, there will be no den 
sity problem. If not permitted, 


(Please turn to page 41) 





Here living area is “stepped-up” from 


stepped-up from living room. Alternating apartments are simi- 


larly “stepped-down.” 


NEW “skip-floor” apartment 
plan carries the popular split 
level design into multiple-dwell 
ing units. Architects Kahn and 
Jacobs of New York City develop 
ed the plan not only to attract ten 
ants, but also to cut construction 
costs and increase area efficiency. 
The plan specifies public corri 


Architect’s sketch of possible exterior design 
plan provides through-ventilation for units. 
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Apartments 


This unique “skip-floor” apartment plan has many 


cost-saving characteristics — six elevator stops for 


fifteen residential floors, two exposures for all 


apartments, a regular grid structural system with 


corridor, bedrooms 


minimum columns, a split-level design for in- 


dividual units. Is it the apartment of tomorrow? 


dors at every two-and-a-half floors 
only, permitting the staggering of 
split-level apartments the entire 
height of the building. This also 
provides all the larger units with 
exposures on both sides of the 
building, producing a_ positive 
means of through ventilation 

Construction economies are 


for a “skip-floor” apartment. The unusual 
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gained by requiring fewer columns 
and less extensive piling and foot 
ings. Reduction in the number of 
public corridors, eliminating ele 
vator stops, and fewer fire-stair 
exits add to the structural savings 
possible. 

Until recently, the New York 
multiple-dwelling law required a 
public corridor for every two 
stories of an apartment building 
and living areas on or above the 
level of the respective corridors. 
When this “skip-floor’” plan was 
submitted to Governor Dewey, he 
signed a new bill authorizing its 
construction in New York City. 
He said that he considered it es 
sential to permit the trial of such 
new designs and methods of con 
struction in the state. 

A typical apartment in a “skip 
floor’ building has a “dropped” 
living room and adjoining dining 
kitchen room a few steps below 
the level of the corridor. A short 
flight of stairs leads down from 
the living area to two bedrooms 
which are a half story lower and 
facing the other side of the build 
ing. The opposite unit is staggered 
up instead of down. 

The result is a split-level apart- 
ment that is compact, yet strives 
for the illusion of spaciousness. 
The directional use of stairs and 
the separation of different activi 
ties into different levels increase 
privacy. The block pattern of 
rooms reduces the aggregate dis 
tance between rooms as compared 
with a conventional apartment of 
the same size. 
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rf. By E. H. WELTER, Tax Editor - 


SALE OF A PARTNERSHIP 
business when installment obliga 
tions included among the assets. 
Taxpayer and partner, sold 
their business, a partnership, to 
a corporation which they own. 
Among the assets of the partner 
ship business are installment obli 
gations resulting from sales to cus 
tomers. The profits from such sales 
are partly unrealized. As to re 
porting of the gain from the sale 
of the partnership business, the 
TAX COURT had this to say. 
(Krist v Comm., TC Memo.) That 
the terms of the agreement indi 
cates a sale of the business and 
not the assets. That the unrealized 
profit on the installment obliga- 
tions immediately becomes in- 
come, because of the sale, and is 
taxable as ordinary income to the 
partners. See section 144 (d). 
Therefore, the gain from the sale 
of the partnership business is di 
vided into two categories for in 
come tax purposes: 

1) Ordinary income to the ex- 
tent of the unrealized profits on 
the installment obligations. 

2) Long term capital gain re 
sulting from sale of the partner 
ship interest. 


INCOME TAXES AND PROP- 
erty management. It is very im- 
portant for those who receive their 
livelihood in rentals from proper- 
ty to submit each year an accurate 
income tax return, prepared from 
an accurate set of accounting rec 
ords which shows the true profit 
or loss each year and capital im 
provements to the property. I re- 
cently had a problem where the 
high upkeep and the low income 
from a piece of rental property 
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did not present a heavy tax bur 
den for the past operations. Re 
turns were prepared and submit 
ted by the taxpayer without giv 
ing too much consideration to the 
careful analysis between repairs. 
maintenance and capital additions 
In one year’s return an excess of 
expense over income was reported 
as $10,000.00. A study of the ex 
penditures revealed a greater part 
of the difference was actually cap 
ital improvements. They Swe 
have been added to the basis of 
the property and depreciated. 
They were left on the return as 
unused expense. ‘This of course in 
this particular case did not make 
too much difference and probably 
would never have had any effect 
on the taxes if the property had 
not been sold in 1953. A careful 
accounting between capital ex 
penditures and expenses in prior 
years would have made consider- 
able difference in the tax expense 
of the sale. Each year’s operations 
with the correct profit or loss is 
necessary so that any tax benefits 
for loss carryover and carryback 
can be used. , 


PROVISION IN LEASE RE.- 
STRICTING LESSOR, is property 
in the hands of the lessee. Tax 
payer operated a variety store on 
premises leased from 1944 to 1949. 
The lease contained a provision 
which prohibited the owner from 
renting any space in the block, ex 
cept certain footage, to any other 
variety store while the lease was 
in effect. A prospective buyer 
would not purchase the building 
with this restrictive clause, so the 
owner purchased the taxpayer's 
right, title, and interest in the pro 
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vision for a lump sum in 1946 
The Tax Court, (18 TC 52), 
held that a restriction covenant 
which runs with the land qualifies 
as property under Section 117 (a) 

1). and taxpayer (LOUIS W. 
RAY v. Comm.) correctly reported 
the proceeds of sale as capital gains. 


CAPITAL GAIN ON’ FORFEI 
TURE OF LEASE. When a lessor 
pays the lessee to give up property 
before the expiration date of the 
lease, Tax Court says, (GOLON 
SKY. ISADORE, ET AL, 16 T¢ 
1450), that he realizes capital gain, 
because he has sold his lease. The 
Third Circuit backs up this deci 
sion, (CA-3, 11/28/52), agreeing 
that the transfer of the lease is a 
sale entitled to capital gain treat 
ment. The Circuit Court disagreed 
with the decision of the District 
of Columbia Court of Appeals, 
(UNITED CIGAR-WHELAN 
STORES CORP., DC. 176 F (2d) 
952). which stated that a cancella 
tion of a lease is not a sale 


WHEN A TAXPAYER FAILS 
to use a loss carryover to a later 
year in the manner prescribed by 
the Regulations and then has a 
subsequent loss which is available 
for a loss carryback to that same 
vear, he is limited to using only 
that remaining portion which 
would have been available to him 
had he applied the loss carryover 
properly in the first opportunity 
(Revenue Ruling #218) 


SALE OF HUSBAND-WIFE 
partnership business to corpora 
tion which they fully own. (Staab 
v Comm., TC, July 22, 1953.) Sale 
price of partnership, a going busi 
ness. was $90.610. $29,331 for tan 
gible assets and $61,278 for good 
will. The purchasing corporation 
had large accumulated earnings 
and had never paid dividends. The 
commissioner contended that pay 
ment for good will was, in effect, a 
distribution of dividends, by the 
corporation. The tax court found 
that the sale was bona fide and of 
a going concern having good will 
with a fair market value of $61, 
278, and allowed the taxpayer to 
report the profit realized as capital 
gain. It is also possible that the 
value of the tangible assets was 
stepped-up for depreciation pur 
poses on the corporation books. 
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Under the law, can a foreign corporation act as executor and trustee 


in one estate without “transacting business?” What's wrong with 
having titles in a trusted secretary's name? When title is taken in 
a child, is it presumed to be a gift? Here are an expert's answers. 


Y EC. 157.102 of the Corporation 
hI Act provides: “A foreign cor 
poration organized for profit, be 
fore it transacts business in this 
state, shall procure a certificate of 
authority so to do from the Sec 
retary of State.” 

A man can recover a real estate 
broker’s commission if it is the 
only deal in which he has acted, 
because acting in one deal is not 
doing business as a broker. Rea 
soning by analogy it would seem 
that a foreign trust company could 
act as the executor and trustee 
in one estate in this state because 
acting in one estate is not “trans 
acting business.” 

But the court in the case of 
Pennsylvania Co. for Insurance on 
Lives vs. Bauerle, 143 Ill. 459, did 
not agree with this view. The 
court said: “And in Female Aca 
demy vs. Sullivan, 375, this court 
referring to said section 26, says: 
‘as the section reads, foreign cor 
porations ‘doing business in this 
state,’ it is said this corporation 
is not embraced therein, as it is 
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not doing business in this state. 
Receiving lands in this state by 
devise, and the assertion in the 
state of ownership over them, we 
regard as a sufficient doing of busi 
ness in this state to bring ap 
vellant within the purview of this 
anguage of the section’.” 

This case was tried under a 
previous statute but it is applicable 
to our present statute because jt 
involves the interpretation of “do 
ing business in this state” which 
means the same as “transact busi 
ness” used in our present statute. 


A REAL estate speculator boast 
EX. ed about his stenographer. He 
enumerated her virtues and wound 
up by saying she would never get 
married and would stick with him 
as long as he lived. To look at her 
one could readily believe this was 
true. He trusted her implicitly and 
had several titles in her name. 

One summer she went on her va 
cation and never came back be 
cause she died while vacationing. 
The speculator waited for her two 
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By GEORGE F. ANDERSON 


whole months before learning of 
her death. Then he went to the 
vault to pick up the claim deeds 
from her to him and had them re 
corded. 

Later the speculator signed a 
contract to sell one of the buildings 
and ordered the title brought up 
to date. When he received the re 
port of title it showed the Estate 
of Sadie Duncan, deceased, (that 
was his stenographer’s name) and 
John Duncan, her husband, ad 
ministrator, and the properties 
held in her name were inventoried 
as her own. She had been secretly 
married for more than a year 

Upon learning this the specu- 
lator went to see her husband and 
said, “Those buildings are mine,” 
and he explained the whole situa 
tion. But he might as well have 
saved his wind to cool his porridge. 

The husband said, “What do 
you think I married her for—love? 
She pointed out the buildings to 
me. said she owned them, I check 
ed the records to verify her state 
ment. and married her. And no 
body is going to take my share 
away from me!” 


F ONE takes title in a dummy, 

he should be careful to take 
back not only a Quit Claim Deed. 
but also a Declaration of Trust 
from the dummy. And if the dum 
my is a child of the purchaser, he 
should be more careful because 
when title is taken in a child, it 
is presumed to be a gift, and the 
presumption must be overcome by 
a clear preponderance of the evi 
dence, and this is not always easy 
to do. 

In th case of Cook vs. Blazis, 365 
Ill. 625, the court said: “The evi 
dence of such facts must be clear 
and unequivocal, and where the 
purchaser is a parent and the 
grantee is his child there is a pre 
sumption that the 7 ppd was 
transferred to the child as a gift 
or advancement. This presumption 
may be rebutted by proof and is 
not conclusive, but whether or not 
a resulting trust arises in such a 
case is purely a question of inten 
sion. The burden of proof is upon 
the party seeking to establish the 
resulting trust. and if the evidence 
is doubtful or is capable of reason 
able explanation upon any other 
theory the burden is not 
tained.” 


sus 
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Curtis Livability 
(Continued from page 37) 


density will of course increase, if 
the Livability plan is used to its 
full efficiency. In conventional 
planning, the oversized lots do cut 
overall density, even though their 
narrow width at the building line 
makes them unlivable in spite of 
their size. 

Until plan boards can accept the 
reversals of thinking required by 
this new system, it will be well 
for the builder to keep density well 
under the maximum permitted for 
his location. He will still save 
money on street reduction. If his 
plan board will include park area 
in density calculations, the build 
er can get more lots to sell as well 
as less streets and improved living 
for his purchasers. 


Many Layouts Possible 

Only a few of the scores of pos- 
sibilities can be shown on any lay 
out. Many other corner arrange 
ments are possible; many ways of 
lotting cul-de-sacs; of fitting lots to 
curved streets. Garages may be 
located in a dozen interesting man 
ners especially on the park-front- 
ing lots. It would take a book to 
show all these possibilities. This 
discussion is merely to introduce 
these ideas to you. 

The planning technique re 
quired for Livability layouts differs 
largely from that used in conven 
tional, but it is not more difficult 
to do nor does it take longer. The 
author has worked out many 
mathematical shortcuts and time 
saving devices. but these, too, must 
wait for later publication. Suffice 
it to say here that planning and 
engineering costs should be no 
greater than in conventional plan 
ning. More stakes are required in 
surveying, but it should take no 
longer to make the survey. 

We have seen how parks can 
save money by cutting costs, and 
we know that the resulting lots 
can be wider, with houses spaced 
further apart and more attractive 
ly styled; that communities can 
have playgrounds, space for future 
public buildings, and facilities for 
recreation without cost to develop 
er or to city. 


Why Stick With Old ideas? 

Why, then, do we continue to 
build the wasteful yet crowded 
neighborhoods of the past? One 
reason is that Livability planning 
is not simple. It involves two 
drastic changes, interior park and 
lot shape. They cannot be divided 
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and introduced gradually and 
singly. (See February JournNat) 
Each is inseparable from the other 
for planning efficiency. 

But more than that, it is new. 
It is not claimed that all the ideas 
presented here are original. Some 
are; others have been said for 
years by many planners. Here, 
however, is a way to make them 
possible, by making them profit 
able. As long as private buildere do 
the building for our country 
and we hope it will be always 
the better way must also be more 
profitable or it won't get done. 
By this planning method, builders 
themselves put to work the very 
reforms the reformers have asked 
for, and profit by them. This is a 
paradox, and it takes concentration 
to be grasped, 

The greatest difficulty this plan 
faces — inherent in any new idea 
— is getting anyone to look at it 
honestly enough and long enough 
to judge it fairly. There is al 
Ways opposition to the new, and 
often from those who know most 
about the old. In this case it may 
come from plan boards, city of 





ficials, or leaders. It takes patience 
to explain the advantages for pur 
chasers and the general public 
No one, not even planners, will 
grasp this with only a brief glance 
at a blueprint. After all, it takes 
some time for any official to absorb 
tae idea that anything so helpfui 
to a developer can possibly be good 
for his purchasers! We must real 
ize that many of these claims do 
sound paradoxical and even after 
being proved by geometry and 
arithmetic, algebra and logic, may 
still leave some people as uncon 
vinced as was the farmer who 
after looking at a giraffe in a cir 
cus, antel “There jest ain't no 
sech animal!” 

So, to you who have read through 
these four articles and honestly 
weighed the claims against the 
proofs offered, my sincere grati 
tude is due for your time, for your 
courage to look squarely at a new 
idea, for your faith that man can 
do better than he has yet done. | 
shall be most interested in know 
ing your reactions, your adverse 
or constructive criticisms, your 
suggestions, 
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NATIONAL 
REAL ESTATE SECTION 


AAA-1 rated Jr. Dept. Store Chain will lease or 
buy 25 to 6 ft. trontage in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co- 
operation invited. Edw. Mitchell, 276 - 5th Ave., 























if you haven't yet read Miss Helena M. Carter's prize-winning 
essay on “My Responsibilities Under the Bill of Rights,” you 
have missed a real treat. Her essay captured top honors last month 
in a nationwide contest sponsored by NAREB. More than 20,000 
essays were submitted by high school students in 80 local com 
petitions conducted by real estate boards. 


MADE TO ORDER 


FOR EVERY PURPOSE= 
REAL ESTATE, BUSINESS, 
ETC. SIZE 14"x 22” ON 
WHITE 8BPLY STOCK. 





18-year-old high school senior from Atlanta, Georgia, has 
captured in words the spirit of our American heritage, which is 
often lost sight of in these days of the growing philosophy that 


CTIVE DISPLAY ADV, ~ ee 
the government owes me a living. 


1702 W. 19th ST., CHICAGO B,ILL. 





“Our government under the Bill of Rights,’’ Miss Carter writes, ‘‘is 


Training ox 
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Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases of 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 

War II and Korean Veterans. 


not a luxury on which some men may grow indolent and selfish, 
but an instrument which demands and requires all of the par- 
ticipation, services, and energies of the people whom it benefits 

. If I begin to take our government for granted, if I begin to 
regard its privileges as something it owes to me, then I shall 
some day awaken to the fact that, because of others like me, my 
nation has been consumed by the lethargy of its people.” 


——— —— —— _ In her concluding statements, Miss Certer says today we are faced 


Suite 300 Law Bldg. Kansas City, Mo. with the problem of rectitude of the individual versus rectitude 
of the State. “It is a contest which may, understandably, last 
until the end of our lives. Basically, the odds are with me, as a 
responsible member of American society. A democracy such as 
the one which our government offers, cannot be defeated in this 
contest; it can only lose by default. It can only lose, if, through 
indifference, I neglect my personal responsibilities for its safety 
and growth.” 











Multiple listing, which is sweeping the country among real estate 
boards, is now making its debut among home builders. In Des 
Moines, the home worn association has set up a cooperative pro 
gram for monthly listing of new homes for sale. Association presi 

dent, Ernest L. Canine, says the program will help buyers find 
ee e+ Rg S en cA suitable homes easier. If one builder cannot meet the housing 
needs of a buyer, he can refer him to a builder who has one. 

GREENVILLE SC he program will also provide a continuing inventory of new 

' homes for sale and help the building industry avoid over-build 
ing in any one size or price category, says Canine. The Des Moines 
home builders say they also hope to gain a larger share of the 
total housing market, and thus help prevent any serious let-down 
in new home construction and sales. 
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tater-City, inter-State, Foreign Countries In modernizing apartment houses, or in constructing new homes, 


ve soon have to revise our present standards of adequate 
paisa spames we may é ur present standard adequé 
wiring, judging by the electrical demands of air conditioning and 
color television. Electrical inspectors in many cities say color tele 
vision will require a separate wiring circuit. 
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POLLMAN 
HOMES 


awarded 


PARENTS’ 
MAGAZINE 
COMMENDATION 


SERVICE men 
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After close scrutiny of design... of Thyer’s 
engineering and manufacturing methods... 
and after careful examination of lumber and 
other materials used, Pollman Homes have 
been awarded the Commendation Seal by 
the Consumer Service Bureau of Parents’ 
Magazine. The Seal attests to the quality 

of Pollman factory assembled conven- 
tional homes as they are shipped from 
our plant. It helps the buyer to buy with 
confidence — the builder to build more 
salable houses —and the lender to make a 
sounder investment. 


Look over the distinctive new designs shown 
on these pages. Designed by Richard B. Pollman, 
noted designer of small homes, each carries 
the Parents’ Seal. Whether you plan 5 houses 
or 500—Pollman Homes can help you enjoy 
a more profitable year of building. 


For complete information about models 
available in your area, write today. We will 
be glad to send floor plans and elevations 
or have a factory representative call at 
your convenience. 


THE THYER MANUFACTURING CORP. 


2850 Wayne Street, Toledo, Ohio 


For information about the Southerner Line of Pollman Homes for Southern and Gulf Coast States, write to: 
418'4 E. Pearl Street, Dept. 1 + Jackson, Mississippi 





